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When Is a Dollar NOT a Dollar? 


Practically speaking, a dollar is not lollar until 


cash has been receivec for merchandise or services rendered 


You may show a high sales figure, but if ' 
taking an unnecessary loss on accounts re 


your sales dollars are not real dollar 


Make your local ACBofA-affiliated collection service 
office your representative This office—a member of ou 
Collection Service Division—will handle past-due accounts 


with tact and efficiency. Call them today 


Collectrite Service through affiliated Collection Service Division members of 


Associatep Crepit Bureaus of America lor. 


7000 Chippewa Street St. Louis 19, Missouri 
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Automatic Collection 
t= Routines Get the Money 
Signals set over = a = : Ti} ] : t } in Faster 
month of last payment ne yt ‘ 


Kardex signals flash 
delinquent accounts 


Signal moved to right 
when account is posted 


Signal moved to neutral 
after tape proof 


Status of collection 
procedure 


Kardex Visible system gives you tight control of your install- 
ment accounts. You merely establish a basic routine for your 
clerks to follow. With Kardex Visible they can handle all the 
details of payments received, posting charges, collection 
notices and any other steps in the routine. 
You are free to concentrate on only the exceptional cases 
requiring your attention. Statistics show that only 10% of all REM-V-LOPE 
accounts need special handling. These special cases can be Makes Collections Easier 
spotted immediately by a quick glance at the Kardex slides. 
If you want to cut collection costs, write today for further REM-V-LOPE saves clerical cost, sta- 
details. A free copy of booklet KD570 is yours for the asking. tionery and postage. It is on outgoing 
envelope, message, and returfi envel- 
ope combined. Your customer simply 
detaches the flap, inserts remittance 
and drops it in the mail box. REM-V- 
LOPE gets results! It has the appear- 
ance of first class mail but you pay 
only third class postage. 
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Credit Record — 
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How to Build a 

Good Credit Record 
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@ The Nationa! Retail Credit Association of which we are « member, ls a metus! 
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Cut Collection Costs 


with 


ip Dig 


LOW COST NOTICES 
all-tu-one-piece{/ 


MAKES COLLECTIONS 
EASIER, FASTER... SAVES 
50¢ ON EVERY DOLLAR! 


IRIPLE-DUTY combines outgoing 
envelope, notice form and return enve 
lope in one piece. Costs less to handle, 
brings in delinquent payments faster. Can 
be used in series of first, second and third 
notices. But first notices in TRIPLE- 
DUTY form de the bulk of your collec 
tion job. Make it easy for customers to 
remit payments. promptly, resulting in 
improved collection efhciency. Only 2¢ 


postage, mailed anywhere in the U. S 


Your mail gets first-class attention from 
customers, but you pay only third-class 
rates when you use TRIPLE-DUTY. Send 
in the attached coupon for your com- 
plimentary samples and price list. See 
for yourself what TRIPLE-DUTY can 
do for you! Clip the coupon and mail 


it today 


HODES-DANIEL COMPANY, Inc. 
(Originators and sole mirs. of Triple Duty 
Envelopes) 352 Fourth Avenue, New York 


Hodes-Daniel Co., Inc 

352 4th Ave., New York | 
Gentlemen: Please send 

of TRIPLE-DUTY Collection Notices 
NAME 

ADDRESS 


CITY 


TYPE OF BUSINE 





The Unfinished Bream 


Arthur C. Horrocks 


Public Relations Counsel 


.* 


Goodyear Tire and Rubber Company 


HE POPULATION of the world, at the present 

time, is about two billion, 400 million people, while 
the population of the United States is approximately 162 
million, or 7 per cent of the total. ‘The United States 
has 71 per cent of the monetary gold bullion of the 
world and at the same time, two billion, 200 million 
people have less than 30 per cent. What kind of a job 
would you or I have were we credit executives in some 
place outside of the United States and try to erect a 
credit structure on which to do business? 

Above everything else you could understand why Mr 
Churchill or any other person might have his hands out 
asking for a little credit, a little money or a little gold. 1 
make no recommendation as to what your answers shall 
be. I only want you to see something that is perhaps a 
little unusual and yet should be considered one of the 
facets at least to study and a little different approach 
than you might have had up to now. Your nation is 
poised between the past that cannot be recaptured and a 
future that you must win. There is a heavy fog all over 
the world. The visibility is not good. You cannot say 
for certain what is going to happen next month or the 
month after. We cannot even tell what is going to hap 
pen in Korea with all of the power we have. There is 
a similar story to this when it comes to looking into the 
faces of these people throughout the world, whose eyes 
are turned on us wondering what kind of a deal the 
Asians are going to have and how we are going to behave 
ourselves. 

They are looking to us because we have so many more 
of the material blessings of life so out of proportion to 
what they have. I wish you could put yourself in their 
place for just a few moments. I am not selling anything 
but a better understanding of your particular job and 
your day tomorrow. You have so much food in this 
nation that there are 10,000 calories of food per day pet 
family. The world average is 3,000 calories of food per 
day per family and there are some spots in this world 
like Canada and the smorgasbord countries that eat just 
as well if not better than we do, That means that the 
number of calories of food per day is just that much 
lower in other sections and that is the truth. 

Twenty and five-tenths million people have never 
known the satisfaction of a full stomach since the day 
they were born. Two million, one hundred and eighty 
three thousand died of starvation in India alone year 
before last. It is too far away for any of us to bother 
with, but this statement will bother you. Hungry men 
are never peaceful men. It is not the bullets or the tanks ; 
it is not the guns; it is not the power that we are able 
to throw around the world; but it is a different attitude 
and I am no pacifist. But these are the things we must 
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pay attention to and if we are going to realize a fine 
conclusion to this unfinished dream we must take stock 
of our position at the present time comparable to the 
positions of other unfortunate people throughout the 
world. We live on 6 per cent of the land acreage with 
7 per cent of the population, yet we have all of this gold 
but I do not know what it is good for, do you? 

We have it buried in our back yard over at Fort Knox 
I do not know what is going to happen either when we 
get 90 per cent of the gold bullion of the world. I 
cannot answer that. I do not know what the future is 
going to be. The only thing that I feel tense within me 
at the present time is that we have absolutely no choice 
except a perilous experiment or else be a quitter. We 
have never been known to be quitters. And that does 
not lift any of the fog off your mind either. 

Let us see what there is here. We have the gold, 81 
per cent of the automobiles of the world belong and are 
registered in the United States, and that leaves 19 per 
cent of the automobiles of the world for other folks. We 
have half of the telephones of the world, a third of the 
railroad mileage and so on. It is an imposing inventory 
We have built it over the years because of only one 
significant difference between our civilization and all 
civilizations, dead and living, and I will have to put it 
into a form for you to understand, and here it is: Man's 
material progress equals natural resources plus human 
resources multiplied by tools. There is the difference 

Russia may have from four to eleven million human 
slaves behind the iron curtain but when we sit down and 
push the pencil for a few moments and we add up all the 
water power, the electric power, steam power, and gas 
power that we use in the United States and then factor 
that <o find what it means in manpower that is working 
for ™, we come up with the equivalent of 157 human 
slaves working for every one of the 61 million gainfully 
employed. No people have ever had such workers. We 
do not have to feed them or sleep them or guard them. 
When we are through with them we turn a little switch 
or valve and they stay right there for our bidding the 
next day when we come back and turn them on again 
They have taken the burden off of man’s back and they 
have taken drudgery away from our hands. ‘They have 
given us the magic that has built all this enormous wealth. 


What Does It All Mean? 


Then as we look around us we sometimes wonder what 
it all means. Seriously, do you think anybody would be 
forgiven for going down on his knees and asking an al- 
mighty God for more material blessings when we already 
have them so out of proportion to all the sons of men? 
This may be noted by you as extracurricular work but 





there is a fascinating conclusion to come. Without seem 
ing too big let me do two things The first is to show 
you footprints in the sands of time and the second is to 
ask you what you would do. If you look at the foot 
prints in the sands of time you will find the first civiliza 
tion lifted its head over in ancient China. It died be 
cause they indulged in ancestor worship. That was their 


They were always rlorifving 


religion and their worship 
the deeds of the past They had no program and no 
plans for tomorrow. They always lived in the past. And 
it is true of any nation, it ts true of a corporation and it 
is true of a person who has no active plans, he dies a 
little every day. After China died, the next footprint was 
laid down by India. The ultimate mistake was the caste 
system with untouchables and a house divided against 
itself cannot stand. The third footprint was put down 
in Egypt. 7 heir mistake was predicating their civiliza 
tion and their wealth on the enslavement of an entire 
race and when that race walked across the Red Sea, they 
had forgotten how to work and they did not want to 


work anyhow, so they were done 

The next footprint was Greece It grew fabulously 
wealthy through the commerce of the then known world 
through her ports. She had so much time on her hands 
she worked only four hours a day. The rest was spent in 
pleasure in art, architecture philosophy and musk and 
she did not notice the aw ikening ot a strong race to the 
West until Rome had enslaved her And Rome 
threw her weight around the world. She siphoned off 
the spoils of war and about the time there were three 
slaves tor every free Roman, she no longer wanted tt 
risk her life in war but she w anted to stay home ind 
enjoy it. She increased taxes on the slave nations instead 
And so they became so high they were broke and then 
Rome was finished Civilization went begging for a 
while until a little half pint of a man born on the isle of 
Corsica nearby, picked up the torch of leadership and 
fanned it into a living hateful fire and then strode across 
the highways of I urope At Waterloo the British took 
t away from him 

England made some mistakes when she first started he 
strong world power. She profited by those mistakes and 
now vives as much power to the people she holds as they 
demonstrate they have the ability to handle But the 
next footprint is on your land. The Palestine Mandate 
was given up by the British. India is gone. Egypt is 
seething to get out from under that domination I do 
not like to say these things. England is the dearest and 
the strongest ally that stands with us today and God 
knows we need help. But you cannot escape the fact 


that the footprint has finally been imprinted here 


Strong People Must Lead World 


Now will you do one other thing for me? Without 
any irreverence will you pretend, for a few minutes, that 
you are God? Look over your world now because here 
is a troublous time and you need a strong people to lead 
the world. As your eyes scan over the dark continent of 
\frica you remember what the different phases and ages 
meant to man: the bronze age; the iron age: and the 
gold age; and then you came into the new production 
technique over in England and then we had it here in 
the Detroit area. Every time something new is born 


there is a little twinge of pain. There is traveling and 


suttering and if it is the first time, there is a little tea 
ind God knows we have tear throughout the world at the 
present time. So, while you are looking over your people 
you know that somebody must be nominated to usher ir 
the biggest age that man has ever vet known. There is ne 
leadersh p on the continent of Africa You look quickly 
over Europe and Asia with their centuries of hate against 


one another, the suspicion the yreed and their striy ny 


for power! ind there is not a promise there 
Central and South have 


yovernments and instability You pause 


is not Dig enough 
revolutionary 
tor a moment as vou affectionately consider your North 
ern neighbor so much like ourselves who are well pre 
pared and so powerful in the days that are yet to come 
but she has not discovered her own wealth and what she 
n her back vard She is not ready 
By process of elimination were you Grod, yo would 


M ivbe that 


s one reason why we have been brought together in one 


say, “Here is the last vast hope on earth 


tamily of all the blood streams of the world and have 
been taught to live together in tolerance and peace ans 
red-blooded affection for this big day and the job that 
1 refer to the atomic age and | do not meat 


itomic destruction These are big thoughts but wher 


lies ihe ad 


vour old men dream dreams and your young men see 
ions and they begin to step out on some ot the promises 

is it any wonder that we have been nominated for t! 

I know of your mistakes of omission and commussiot 

But with all of vour mistakes and with all your can 

tankerousness | still nominate this group on the North 

Ameri in continent is the finest group ot brotherhood 


that has ever been flowered in the world 


I trust them farther. I have never been cheated in the 
past and | do not intend to spend the rest of my days 
worrying for once about being cheated in the future. | 
have always received value for what I have given. Now 
the price tags are being raised The mortgage is high 
We are caught in a dilemma of giving our money awa\ 
to the rest of the world and then having other currencies 
valued up ahead of us with a little sneer. We do not like 
it but we are going marching on And there are those of 
us who have griped and groaned about being a Santa 
Claus to the rest of the world and I was one ot then t 
different times. I did not discern that there was that un 
written law of life that says Deserved reward varies 
directly with service rendered We rendered the service 
to the world while it was necessary and in return came 
n that trickling stream of vellow metal We have it 
That is our reward 

But hearts that are conditioned on the principle ot 


We have rea hed 


the point where everything has to be talked about on a 


service can do some inquiring things 
large scale I am sorry that some people think this us 
American boasting | offer it in all humility IT hese 
ire the records The cards, I turn face up on the table 
Will you please study them? There is no propaganda 
there That is the face value And as you study that 
will you kindly ask yourself, “What about the future? 
The only wav we have been able to grow great and have 
this abundance to shower out on our own people and the 
people of the world is to find ways and means to decrease 
the unit cost of each manufactured article and each sers 
ice rendered so that more people could enjoy them and 


so we can share them with a greater number ot people 
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Of late we have reversed the field. How can I get 
more money by doing less work? ‘That will offer us 
nothing but disaster. I know of only one way that this 
people can march out of this dilemma and that is by 
earnestly and honestly doing just a little bit more than 
we have done in the past. We have our talents. We also 
have an obligation to the rest of the people that we as 
sociate with. If you want to be a leader in the com- 
munity (and I refer and speak to you younger folks that 
are just beginning to find your credit wings), I submit 
that one of the best ways in the world to develop leader 
ship is to find somebody down that you can lift up and 
pull on and tug along. It will cost you a little of your 
time and cost a little money. You will have to worry 
and fret a little bit. But how else can you develop the 
leadership tug that you want? And you have all got 
a chance here in an organization like this and among 
your executives to reach up and get a tug yourself once 
in a while. What a thrill it will be when you can 
someday say, “Mr. Boss, meet Mr. Junior,” and pull 
them together. You will never have any satisfaction in 
material dividends that will equal those nonfinancial 
dividends of building manhood and seeing it go on and 
much of it going on beyond your capacity to be bigger 
ind better. 


The Time Clock of Civilization 


There is a time clock of civilization also. I have dis 
covered in some of my research that all of these civiliza 
tions go through a definite cycle And we are no excep 
tion. All of them have gone, first of all, from slavery or 
bondage into spiritual faith. ‘This is the first step they 
have made. I am not referring to any one kind of 
religion. ‘The spiritual faith, in turn, breeds courage and 
from courage they go to adventure; from adventure to 
conquest; trom conquest to high prosperity ; from pros 
perity to selfishness; and from selfishness to dependency ; 
from dependency to apathy; and from apathy back to 
slavery. Read your histories. What time is it, Mr. and 
Mrs. America? It is high noon. We have great pros 
perity. Now we see we are stepping into selfishness 
That would be the case but for only one thing and that 
is something new has been added. It is called the atomic 
age. 

If | could only take you into some of these houses of 
magic and show you some of the things that are taking 
place. You can, if you wish, read the study in Collier's, 
which appeared some time ago, showing the little space 
plane that is going to circle for 68 days and pick up all 
the information flying around the earth at 17,000 miles 
per hour with three living monkeys within it. Or better 
still, I would like to take you into the house of magic 
out on the West Coast and show you the plans for the 
first space ship that is going to try to fly to the moon and 
circle it three times and come back. When you see the 
specifications and when you know that every - detail 
has been taken care of and you look at the fellow and 
say, “Will that happen in my lifetime?” he replies, “Yes, 
we expect that to fly within the next seven years.”” And 
you look again and say, “If it will fly in seven years, have 
you got everything here you need in the way of mate 
rials?” The answer is, “We only lack one thing. We 
have got enough punch to give this thing the speed of 
only 5,100 miles per hour. What we really need is a 
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speed of 7,600 miles per hour to get outside of the gravita 
tional pull of the earth.” These are big thoughts. And 
then you go to the home of some of those young scientists 
and sit down in their apartment and as you look around 
you see some books on anthropology, biology, zoology, and 
you look at these books and decide that they do not tie 
vito nuclear physics. You ask, “Who is reading these 
books?” ‘They reply, “We are.” “But I thought you 
fellows were all pure scientists! 

“In a way, that may come later. If we ever step off to 
nother planet, we will want to know what is going on 
there before we land.”” “You can see clearly what is 
“Mars is dead so that is out. What 


we are going to shoot for is Venus. She is all shrouded in 


going on in Mars.” 


steam clouds. We cannot pierce those clouds with our 
telescopes. We do not know but we have measured the 
heat. We think that Venus is about where this earth was 
about 300 million years ago and that means dinosaurs and 
big reptilian life.” We want to know something about 
their behavior as much as we can and you look at those 
incredible youngsters and say, “Do you honestly think 
you will ever make such a flight?” They all answer, 
‘Yes we do.” “But you will not live long enough to 


come back.” “And who cares? 


Just give us the chance 
to climb aboard when they say, ‘We are off. 

The thoughts of youth are long, long thoughts. Then 
get that group of doctors that are working on this lon 
gevity program and see the evidence they are working on 
They are shooting for a virile life of 105 to 110 years and 
vou shake your head and say, “Now, what is the matter 
with you? Are you one of these fellows that believe in 
threescore years and ten?” ‘The answer is, “Well, some 
thing like that.” And you say, “Tell me, how do you 
explain Methuselah?” “Every warm-blooded animal in 
the world has a life expectancy of five times the period 
necessary from birth to maturity. It takes man 22 years 
Multiply that by five. We are not shooting 
That should be our goal.” And then you 


to mature 
the moon 
look at some of the human guinea pigs and you see what 
they are doing to them. The emphasis, after 45 years of 
age, goes to heavy proteins and away from carbohydrates 
and starches. With the vitamins that are prescribed 
under medical skill you -an see the youth coming back in 
pink bloom and you reach in your pocket and say, “How 
much does that thing cost? I want some. In all prob 
ability there will be no hope for you but there will be 
for your children and your children’s children and that 
will be different. That is yet to come. 

This is not the end. This is the beginning of the 
greatest era that man could hope for. All of the prayers 
and the hopes and tears of generations and centuries 
past have been highlighted to give you this doorstep 
introduction to the greatest possibility of tomorrow 
Do you think all of this that 1 have pointed out 


> 


to you has happened by accident? Do you think that it 
is fate? Or will you agree with some of the great minds 
of this world that there is a God who rules the destiny 
of men and nations? Then if you can see it that way we 
are vitally prepared for this next big phase. No matter 
how black and dark the picture may be at midnight of any 
trial for you. You cannot look at this evidence and re 
fuse to go out on a dark night and slip your hand into 
the hand of God and say, “Lead on. Wherever you 
take me I know it is for the best.” wee 
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Don't Let Collection Percentages Fool You 


WALLIS G. HOCKER, Manager of Credit Sales, Chas. A. Stevens & Co., Chicago, Illinois 


HOW WERE your collections last month? Did you 
say good because they were three per cent ahead of last 
year or is your chin dragging because the front office is 
on your neck as you had four per cent less than last year 
and it is catastrophic? Let us get on the ball and pull 
that percentage up (and you say to yourself, “I'll dun 
them quicker and harder—to heck with public relations. 
My job is at stake”). And what happens at the end 
of the year? Were losses greater or less? Only the 
end of the year will tell unless, of course, you properly 
evaluate the meaning of “collection percentage” and age 
your accounts regularly 


First, let us take collection percentage. What does 
it mean? You apply the current month's receipts to the 
current month’s opening balance of your receivables and 
arrive at a percentage. ‘This tells you what percentage 
of the total dollars outstanding at the month's beginning 
have been paid in. It does not tell you whether they 
were paid in on accounts that are current or that are 
3—4—5 or more months past due. For example, let us 
take a hypothetical situation. Your total accounts receiv 
able consist of two accounts. The activity on these a 
counts is shown below 


Total 
ACCOUNT “A” | ACCOUNT “B”"  Rec’ble Coll 
Pur. Payts. Bal.| Pur. Payts. Bal. Balance Cash % 
Sept. $50.00 $50.00 $50.00 $50.00 $100.00 
Oct. 50.00 $50.00 $0.00 $0.00 100.00 $50.00 
Nov. $0.00 $0.00 $0.00 50.00 100.00 $0.00 
Dec. 50.00 $0.00 50.00 $0.00 100.00 $0.00 
Jan. $0.00 50.00 50.00 $0.00 100.00 50.00 


If the collection percentage is the gauge of whether 
collections are good or bad then the above situation might 
be‘ termed good. Yet look at the account “B.". The 
plain fact is “once an account is 30 days past due it has 
affected your collection percentage as much as it ever 
will.” It will not lower your percentage any further 
even if it reaches 36 months past due. 
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If the collection percentage does not tell the story, 
what will? The answer is age analysis. It is the sure 
method of determining the condition of your accounts 
It is the only method that is dependable to ‘the extent 
that you can forecast your losses—or, better still, control 
them. And after all, is it the collection percentage that 
says whether you have done a good job, or is it the losses 
that you have at the year’s end? 

Let us take the results of an age analysis at two 


stores; we will call them store “A” and store “B.” 


Over 
3-4 Months 5-6 Months | 6 Months 
Store “A” 87.25% 6.75% 2.25% 3.75% 
Store “B” 81.75% 11.25% 5.75% 1.25% 


Current 


In viewing the report of store “B” we find a very 
small percentage of balances in the Over 6 Months cate 
gory. Store “A” has three times more in this category 
Store “A” most certainly will have a greater loss. On 
the other hand, who has the higher collection percentage? 


“ 


In all probability, store “A” because a greater percentage 
of the dollars outstanding are in the current category 
So here we have a perfect example of a store having a 
higher collection percentage than its competitor, yet one 
who ends the year with a bigger loss 


Maybe proponents of the collection percentage gauge 
would say all things average out, a good percentage 
would mean little loss. Let us examine two collection 
managers or two collection philosophies. 


call them “A” and “B.” 


Collection Manager “A” is an “eager beaver” until 


Again we will 


the going gets tough. He is right on the job in dunning 
the very day an account becomes 30 days past due. He 
does not, however, possess the “stick-to-it-iveness’” to 
follow up. He is diligent for the first two or three 
months but “skips” are too much bother. Any sad tale 
of woe is to him heart rending. He just plain does not 
work the “stinkers.” 

Collection Manager “B” is easygoing in the first 
stages but let the account get 90 days past due and he 
is literally “camping on the doorstep.” There is nothing 
that gives him more satisfaction of accomplishment than 
collecting a toughie. He never lets go. He accepts 
promises but follows up if they are not kept and he likes 
nothing better than skip-tracing. If you age the accounts 
of Collection Manager “A” and Collection Manager 
“B” you will find this same situation as exists in the 
age analysis of store “A” and store “B.” 

By now we have probably given the impression that 
anything looking like a collection percentage should be 
ignored. This is not true. Collection percentages indi 
cate trends and, of course, serve as danger signals. We 
should not, however, rest in complacency if they are 
good, or get excited if they appear bad. Age analyses 
are the condition reports of Accounts Receivable. Make 
them as frequently as practical and devise an aging re 
port to be retained historically. You will then be able 
to tell where you are headed. wee 


Writing to 





Hotel Reservations for the San Francisco Conference 


FRANK T. CALDWELL, General Manager, Retailers Credit Association of San Francisco 


We, in San Francisco, were happy when we learned 
that our invitation was accepted to be hosts for the 1954 
International Consumer Credit Conference. We wanted 
the Convention and our credit men and women have 
unanimously agreed that we will begin early and work 
late for the convenience and pleasure of every delegate 
First, our chief consideration is the comfort and well 
We know San Fran 


cisco can entertain you and that the business programs 


being of everyone once they arrive 


will be constructive and that our July weather will be 
cool, rainless and bracing. But all these will be of little 
value if our visitors are not pleasantly housed in the 
hotels ot their choice and ft their hotel reservations are 
not made and confirmed before they arrive. 

To get the room he asks for, to get settled promptly 
after he arrives puts 1 convention delegate im an amiable 
frame of mind right from the beginning and, as hosts, 
we think that is the most important thing of all. Be 
cause of this, the Retailers Credit Association of San 
Francisco asked for the job of handling all hotel reserva 
tions and all registrations for the delegates and their hus 
bands, wives, and children. The more the merrier! Our 
other committees, all of which have been appointed by 
our General Convention Chairman, David K. Blair of 
H. Liebes & Co., are already functioning. Our bureau 
job is exclusively to get you settled comfortably; then 
you are on your own 

The Fairmont Hotel atop Nob Hill is the Convention 
Headquarters where the banquet will be held, as well as 
many of the group meetings of credit executives. ‘The 
Mark Hopkins Hotel is just across the street (about 70 
steps if your legs are of normal length) and the Bureau 
Managers and Collection men will hold most of their 
business meetings there. For this reason, it is suggested 
(but by no means a requirement) that N.R.C.A. mem 
bers and the C.W.B.C. girls stay at the Fairmont and 
that Bureau and Collection delegates go to the Mark 
Hopkins. No attempt is being made arbitrarily to divide 
our visitors; it is simply a matter of preference and 
convenience. 

We know there will not be room in these two hotels 
to take care of everybody who wants to get in, so we 
strongly urge all members of the National Retail Credit 
Association, the Credit Women’s Breakfast Clubs of 
North America and the Associated Credit Bureaus of 
America to send their hotel reservations to us, early 
The Retailers Credit Association, 15 Stockton Street, San 
Francisco, California, has complete charge of the housing 
ot delegates 1 he hotels if they receive requests, 
will turn them over to us anyway, so we would prefer 
that you write to us first for our records. We have al 
ready received such a surprising number of reservations 
that we are encouraged to think that our Convention 
July 18-22, 1954, is going to surpass all attendance rec 
ords. Enough rooms have been allocated by a half dozen 
San Francisco hotels to take care of all reservations but 
naturally, those set aside for us at the Fairmont and 
Mark Hopkins Hotels are limited even though they have 


been generous to us. 


A third hotel on Nob Hill, the Huntington, is als 
available to us and is less than a half block distant Ar 
the foot of the Hill and 4 minutes ride on the cable cars 
are several other excellent hotels such as the Sir Francis 
Drake, St. Francis, the Chancellor and the Plaza whose 
rates in most cases are less than those of the two main 
Convention hotels 

All of them have been cooperative in allocating space 
to us. Therefore, there is a choice and variety to suit 
every purse. When reservations are requested, we will 
ippreciate knowing where you want to stay, the type of 
room you will need and approximately the rate you wish 
to pay. We also need to know the day you expect t 
irrive, even though it is distant Some delegates wil 
arrive on Saturday, Sunday, or Monday in advance of 
the official opening on Tuesday, July 20, so the hotel 
must know the actual date to begin holding the accom 
modations Hotel rates are as follows (all rates are 
per day): 


FAIRMONT HOTEI 


Single Rooms, $10.00 to $15.50 

Room for 2 persons (double or twin-bedded ), $13.00 
to $18.50 

Suites with Bedroom for 


$27.00 to $36.00 


persons and parlor 


(Turn to “Hotel Reservations,”’ page 23.) 








JUST IN TIME 
FOR CHRISTMAS! 


You want to open New Charge Accounts 
and reactivate dormant accounts in time 
for the Christmas Shopping Season 


Right now, while you are thinking about it, 
ask us for samples and information on 
how leading stores use Reply-O-Letter to 


do both these jobs SUCCESSFULLY 
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Report of the Legislative Committee 


Clarence E. Wolfinger 


BECAUSE OF the change in the make-up of Con- 
gress, your Legislative Committee has not held any meet- 
ings, but rather sat on the sidelines to see what trends 
might develop in the way of legislation affecting our 
members or in which we were interested. Nothing has 
definitely developed up to the time of this report. 

There has been considerable discussion about the re- 
imposition of Regulation W. Your Committee polled 
the Board of Directors who, with the exception of one 
member, voted against the re-imposition of consumer 
credit controls. Your Committee has also kept a watch- 
ful eye on the possibility of such legislation being brought 
up and prepared to take appropriate action in keeping 
with the wishes of the Board. 

On April 22 the National Office mailed 178 letters to 
credit executives urging them to write members of the 
Senate and House Banking and Currency Committees in 
states in which they resided, opposing Bill S 1081, Title 
VI, Section 601, as follows: 


“To assist in carrying out the objectives of this Act, 
the Board of Governors of the Federal Reserve 
System is authorized, notwithstanding the provisions 
of Public Law 386, Ejightieth Congress (61 Stat. 
921), to exercise consumer credit controls in accord 
ance with and to carry out the provisions of Execu 
tive Order Numbered 8843 (August 9, 1941).” 


Many members wrote or telegraphed committee mem 
bers. An amendment has been approved which will put 
the consumer credit authority in the hands of the Presi 
dent, along with power to regulate prices and wages, only 
in the event of a grave national emergency. 

The interest in legislation which was formerly spon 
sored by our Association to permit the garnishment of 
salaries of Federal employees in those states where state 
laws permit the garnishment of state, municipal or county 
employees has been revived. A bill, H.R. 3602, pat 
terned after the Kefauver Bill sponsored by this Asso 
ciation, was introduced by Representative Curtis of Mis 
souri, with whom we are cooperating. 

Your Committee also will keep in mind its previous 
resolution to request the Post Office Department to in 
clude the address of the sender on postal money orders. 

The hearings on the request for a modification or 
clarification of the Consent Decree were held in St. Louis 
in November and have been postponed until later this 
year. Your Legislative Committee has been interested 
in this for quite some time. The report is more properly 
covered by General Manager-Treasurer Crowder. 

It is proposed that the Legislative Committee meet in 
Washington in the fall, and not later than February of 
next year. Our interests in Washington are well han 
dled by our representative, John F. Clagett, who keeps 
us in touch with any pending developments. 


Report of Secretary and Research Director 
Arthur H. Hert 


WITH THIS, my nineteenth annual report, I am 
happy to say that much of my time during the past year 
has been devoted to publishing The Crevir Wor-p as | 
have for the past 14 years. 


Five issues of The Crepir Worip were dedicated to 
various cities during the past year, namely: 
Wash.; Pittsburgh, Penna.; Spokane, Wash.; Kansas 
City, Mo.; and New Orleans, La. This policy will con 
tinue again in the year ending May 31, 1954. Cities 
scheduled are: Dallas, Texas; Victoria, B. C.; Portland 
Ore.; Houston, Texas; Denver, Colo.; and San Fran 


Seattle, 


cisco, Calif. Many of our members have stated that they 
are well pleased with this plan as it has created additional 
interest in the N.R.C.A. and has also resulted in giving 
some of our members an opportunity to submit articles 
for publication that were a definite contribution to the 
field of retail credit. 

Members are urged to submit articles for publication 
in The Creprr Wortp. The success of the publication 
depends greatly upon the cooperation of our members. 
We welcome articles at any time although it may not be 
possible to publish them in the same month received. 

Che “Smaller Business” department of The Crepn 
Wokr.p continues to be popular. Members are invited 
to submit problems for investigation and publication, 
The “Top Management Says’ department is a new 
feature added recently wherein store presidents and top 
executive officials are invited to write brief articles for 
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publication. ‘The purpose of this department is to en- 


courage young people to enter credit work and in addi 
tion provide an idea as to what top management expects 
of the credit department. We hope it will be possible to 
continue this department as it should prove one of the 
most popular features of The Crepir Wor tp. 


We are still encountering some difficulty in securing 
the necessary cooperation from our members for the 
‘Collection Scoreboard” now known as “Comparative 
Collection Percentages.” “To make it worth while we 
need more cities to report their figures. In many in 
stances they are received after the 20th of the month 
which is our deadline for publication. More lines of 
business should be included and the feature should be 
expanded into a double spread as published several years 
ago. Unless we can make a more representative showing 
by cities and lines of business, and collection percentages 
can be in our hands by the 20th of each month, we 
should seriously consider discontinuing the department 

In addition to my other duties, | have handled the de 
tails of layout and supervision through the press of the 
Physicians and Dentists Credit and Collection Manua 
just off the press. 

I wish to take this opportunity to thank members for 
their continued interest and cooperation at all times 
My thanks, also, to the officers, directors, and the Na 
tional Office staff for their assistance Leela! 





Report of Educational Director 


Leonard Berry 


IT IS WITH pleasure that I submit my third annual 
report. 

The Physicians and Dentists Credit and Collection 
Manual has been completed. This is a 64-page book 
measuring 514 by 71% inches, printed on offset paper, 
with a color film cover and plastic comb binding. It 
contains seven chapters. 
are set forth. 


Detailed collection procedures 


Several collection and other letter illus 
trations are included. The Manual is designed to give 
specific help and guidance to the credit person in the 
It is our hope that the Manual 
will result in better credit and collection procedures in 


medical or dental field. 
this area of consumer credit. The uniformly favorable 
reception accorded the advance proofs encourages this 
hope. Grateful acknowledgment is expressed to those of 
our professional members and credit bureau managers 
whom we consulted, for their advice and assistance in 
bringing this work to completion 

Plans are completed for our first Retail Credit Man- 
agement Institute to be held at the University of Okla- 
homa, Norman, Oklahoma, the week of July 20th. 
Considerable direct mail promotional material has been 
distributed by the University. The Institute has been 
prominently featured in recent issues of The Creprt 
Wor.p. Every possible cooperation has been given by 
the University of Oklahoma officials, notably by Dean 
Horace B. Brown and his capable staff. We are confi 
dent that the desired minimum registration of twenty-five 
will be attained. As this is a pioneer effort we are most 
anxious that it be successful. 

Several months ago a panel of representative credit 
managers was named to serve on the “Credit Clinic 
for the Smaller Businessman.”” Questions submitted by 
members were put to the panel and their replies pub 
lished. Considerable interest has been manifested in this 
new Crepir Wor.p feature. We 
indefinitely. 


hope to continue it 


The splendid cooperation of our members in sending 
us samples of their credit department letters and forms 


has resulted in an increased variety of sucl 
produced on the Credit Department Letters Page of The 
Crepir Wortp. We hope that other members will sub 
mit their letters and forms to us. Our Letters 
books have been revised and brought up-to-date 
The success of the Sterling S. Speake Credit Schools 
is highly gratifying. It has been my pleasure to work 
closely with Mr. Speake in publicizing and arranging 
such schools. N.R.C.A. Certificates of Proficiency have 
been awarded to several hundred successful 
The National Office has received many highly 
mentary letters and reports concerning Mr 
presentations. This is a most 
educational activities. 


1 being re 


ocrap 


students 
compli 
Speake’s 
valuable feature of our 
We hope it will continue for a 
long time. 

The Better Letters Service continues to earn the steady 
loyalty of its present subscribers but our efforts to in 
We are 


still trying to find ways of increasing the circulation of 


crease its distribution have not met with success. 


this worth-while service. 

I had the privilege of attending, and addressing, the 
meetings of N.R.C.A. District 6 at Sioux City, lowa 
and District 7 at Joplin, Missouri. Also I attended, and 
addressed, the state meetings of Arkansas, Missouri, and 
Wisconsin. Several credit bureau and local retail credit 
association annual meetings, and credit schools were ad 
dressed by invitation and with expenses paid by the 
sponsors. I had the pleasure of appearing before the 
Fourth Annual Credit Clinic conducted by the Uni 
versity of Georgia, at Atlanta, January. 

I want to express my grateful appreciation for the 
privilege of working with L. S. Crowder and Arthur 
H. Hert, and the National office staff. Their generous 
cooperation and consideration add greatly to the many 
satisfactions of my work. ‘Thanks are also expressed to 
the officers and directors of the Association, to the mem 
bers of our Educational and other committees, and to all 
our members for their ready assistance and for their 
confidence. 
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Report on N.R.C.A. Retail Credit Management Institute 


HORACE B. BROWN, Dean, College of Business Administration, University of Oklahoma 


“What I learned during the first day of the Institute 
was worth the investment in time and money required. 
The other four days were a bonus.” This is the way the 
recent Retail Credit Management Institute was sum 
marized by Myrtle M. Plymate, Manager of Credit 
Sales, Fantle Brothers, Inc., Sioux Falls, South Dakota 

Another typical student of the Institute was Glynn W 
Webster, Manager of Long Bell Lumber Company, 
Norman, Oklahoma, who evaluated the course as fol 
lows: “The past week of my attendance at the Retail 
Credit Management Institute was the best short course 
I have had the privilege of participating in. I feel that 
those who depend on much credit business today missed 
a world of good if they did not attend.” 

It was indeed a busy week at the University of Okla 
homa for 52 eager students of credit management It 
began July 19, 1953, on a Sunday afternoon, when 
business men and women from eleven states gathered in 
the University Dormitories to receive room assignments 
and otherwise complete their registration for the Insti 
tute. They came from Arkansas, Colorado, Illinois 
lowa, Kansas, Mississippi, Missouri, Oklahoma, South 
Dakota, Texas, and Utah. 

Among the first arrivals were Leonard Berry, Educa 
tional Director, National Retail Credit Association, and 
August J. Kruse, General Manager, The Credit Bureau 
of St. Louis. Both were members of the Institute faculty 
and were instrumental in much of the planning for the 
five-day course of instruction, They immediately went 
into conference with Roy Teter and other members of 
the Planning Committee to coordinate final details for 
the panel discussions and forums to be conducted by Mr. 
Teter at the Institute’s two night sessions. 

There was a gentle rain falling that afternoon, but it 
did not dampen the enthusiasm of the group who gathered 
in the foyer and lounge ot the Dormitory to meet old 
friends and make new ones. ‘The first day's rain, in fact 
proved to be a pleasant afterclap for those who had fore 
bodings of a summer drought in the Southwest. 
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On hand to greet the students was John F. Malone, 
Assistant to the Dean, Extension Division, University of 
Oklahoma, Norman, Oklahoma, who was in charge of all 
arrangements concerning housing and student welfare 
Throughout the entire week Mr. Malone was available 
for helpful service to the students. His contribution to 
the success of the Institute was a substantial one. 

By Monday morning the rains had cleared, registra 
tions were completed, and the first Retail Credit Man 
agement Institute was christened at 8:00 A.M. with a 
joint welcome by Leonard Berry, representing N.R.C.A., 
and Horace B. Brown, representing the University. 

They were followed in succession during the day by 
Kenneth 
Baker Horning, Associate Professor of Business Com 
munication; Stewart Harral, Director of Public Rela 
tions Studies; William C. McGrew, Assistant Professor 
of Accounting ; William R. Bandy, Associate Professor of 
Law; and August J. Kruse, Special Lecturer in Retail 


the other members of the Institute faculty 


Credit Fundamentals. Each of the faculty members, in 
cluding Berry, delivered five lectures during the week on 
the subjects of Business Communications, Public Rela 
tions, Accounting, Business Law, Credit Bureau Service 
and Retail Credit Fundamentals. 

Members of the faculty and student body alike were 
alert, enthusiastic and eager to share their experiences in 
the first meeting of this kind ever held. Special credit 
however, is due the business owners, managers, and em 
ployees who were represented at the Institute. ‘They are 
the real pioneers who foresaw the value of such training 
and through whose interest and participation a new and 
important educational step has been taken toward a 
better understanding and greater professional recogni 
tion in the field of retail credit management. 

As an observer in these Institute classes, one was deeply 
impressed by the professional attitude with which these 
people approached their problems—problems of such scope 
and complexity as to tax the abilities and ingenuity of-a 
top-level executive. All came to the Institute to increase 





their general knowledge otf credit management through 
Each day 


of the week from eight o'clock in the morning until three 


the experience and guidance of a select faculty 


thirty in the afternoon, they listened attentively to the 
studious remarks of the lecturers. And although these 
sessions were interspersed with comments and questions 
students had their 


from the group, the greatest oppor 


tunity to air specific problems during the open forums 
conducted on Tuesday and Thursday nights by Mr 
Teter and his panel of excellent discussants from Okla 
homa City stores and business firms 

Although the class schedule was full, and many of the 
students consumed much of their free time in using the 
University’s library i to supplement their class 
work, all found some time for conviviality and recreation 
it the swimming pool yolf course, tennis courts, mu 
seums, and other spots of interest on the « impu 

The Institute closed on Friday afternoon with a final 
examination which covered the material presented during 
the week All classwork was conducted in the air 
conditioned conference rooms of the University’s Student 

nion Building. As an added feature, the students were 
served coftee during the examinations, which were held in 
one of the large private dining rooms of the building. A 
memento of the occasion, a group picture of the class 
was distributed to the students by mail 

Those who successfully completed the course will be 
awarded a certificate as authorized by the National Re 
tail Credit Association, the University of Oklahoma and 
the Oklahoma State Department of Vocational Educa 
tion, who sponsored the Institute 

Special mention should be made of the outstanding 
work done by members of the Planning Committee which 
included the following: J. J. Boxberger, Secretary-Man 
wer, Oklahoma City Retailers Association, Oklahoma 
City, Oklahoma; John Freeman, Extension Division 
University of Oklahoma, Norman, Oklahoma; R. Leo 
Frye, John A. Brown Company, Oklahoma City, Okla 
homa; Aaron Gritzmaker, Manager, tlahoma_ Retail 
Merchants Association, Oklahoma City, Oklahoma; Roy 
E. Teter, Jenkins Music Compan Oklahoma City 
Oklahoma, and Opal Woody, Harry Katz Company 
Oklahoma City, Oklahoma 


First Effort Was Well Rewarded 


The sponsors, faculty and students who participated 
the Institute were all agreed that their first effort was 
well rewarded. However, the meeting itself supplied 
much useful data which will insure even better Institutes 
for future years. Already the 1953 Institute is being 
irefully evaluated and plans are being formulated for 


in equally successful venture in 1954 
The picture on the opposite page was taken in front of 
beautiful Student Union Building on the University 
Campus where the lecture sessions were held. Noted 
the front row from left to right, are: August J. Kruse 
Manager, Credit Bureau of St. Louis, St. Louis, Mis 
Educational Director, National 
Retail Credit Association, St. Louis, Missouri; and 
William Bandy, Associate Professor of Law, Univer 
sity of Oklahoma, Norman, Oklahoma. On the far right 
of the front row will be seen Sterling S. Speake, Retail 
Credit Specialist of the N.R.C.A ane 


souri; Leonard Berry, 


Coming District Meetings 


District Two (New York and New Jerse 
District Twelve (Delaware, District of Colun 
Maryland, Pennsylvania, Virginia and West 
will hold a joint annual meeting at the 
Atlantic City, New Jersey, March S 

District Six (lowa, Minnesota, Nebraska, North 
Dakota, South Dakota, Superior, Wisconsin and Man 
toba, Canada) will hold its annual meeting the St 
Paul Hotel, ot Paul, Minnesota Alay 
1954 

District Seven (Arkansas, Kansas, M 
Oklahoma) will hold its annual meeting at the ¢ 
Hotel, Fort Smith, Arkansas, March 14 
1954 

District Eight (Texas) will hold its an 

Dallas, Texas, May 24, 25, and 26, 1954 

District Nine (Colorado, New Mexico 
Wyoming) will hold its annual meeting 
politan Hotel, Denver, Colorado, May 2 

District Ten Alaska, Idaho, Montana re 
Washington Alberta British Columbia ind Saska 
wan, Canada ind District Eleven (Arizona, ( 
fornia, Nevada and Hawaii) will hold a joint annual 
meeting im conjunction with the 40th Annual Interna 
tional Consumer Credit Conference of the National Re 
tail Credit Association, The Fairmont Hotel and The 
Mark Hopkins Hotel, San Francisco 
19, 20, 21, and 22, 1954 
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ACBofA International 


Achievement Awards 
To Credit Bureaus and 


Collection Services 
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ioe the seventh consecutive year, the Associated 
Credit Bureaus of America have presented International 
Achievement Awards for outstanding service among their 
members. 

As in the past, these awards were given at the annual 
conference (this year, New Orleans) held jointly with 
the National Retail Credit Association and Credit 
Women's Breakfast Clubs of North America. 

Ten ACBofA-member offices and their managers re- 
ceived plaques which read: “For unselfish service and 
meritorious contribution to the (credit bureau or collec- 
tion service) profession in our program to better serve 
the credit granters of North America.” 

The award program was established to recognize above 
average service and management of member credit bu- 
reaus and collection offices. Increased success in each 
local office—brought about by the stimulus of the award 
program—means better inter-bureau reports, better for 
warding service between collection offices, and better 
service for credit granters. 

Winners must be nominated by their district organ 


izations, in one of five population brackets. Names of 


EEKEEEK EERE EEE ERE REE EERE EEE 


district nominees go to the Associated Credit Bureaus of 
America executive offices. Final selection is made by the 
Credit Bureau Division and Collection Service Division 
committees. Selection is based on point ratings, without 
knowing the identity of any of the candidates. 


Collection Service Winners 


15,000-and-under population group 
Salinas Valley Credit Bureau, Salinas, Calif. 
J. M. Dungan, manager 


J. M. Dungan is president of the Associated Credit 
Bureaus of the Pacific’ Southwest and the Associated 
Credit Bureaus of California. He has been active in the 
past year in promoting the new seminar program for the 
Associated Credit Bureaus of America. 

Mr. Dungan is a member of Salinas’ Rotary club, the 
Chamber of Commerce, and was chairman of the local 
Office of Price Stabilization board. 


15,000—25,000 population group 

Retail Merchants Association Adjustment 
Department, McAlester, Okla. 

Leon Willis, manager 


A member of ACBofA’s Collection Service Division 
committee, Leon Willis is also past CSD chairman of the 
Associated Credit Bureaus of the Midwest. He, too, has 
had an important part in the new seminar program for 
ACBofA this year. 

Mr. Willis is a past president of McAlester’s Lions 
club and has served as treasurer of the local school board 
for the past 10 years. 


25,000—100,000 population group 
Iowa Adjustment and Credit Bureau, 
Cedar Rapids 

William L. Fluegel, manager 


William L. Fluegel is the son of the late Fred Fluegel, 
who was once chairman of the ACBofA Collection Serv 
ice Division committee and well known to people in 
credit all over the country. 

Bill Fluegel is active in the Young Men's Bureau of 
the Chamber of Commerce and has participated in recent 
civic drives sponsored by the Chamber. He is secretary 
of the Retail Credit Association of Cedar Rapids and 


For outstanding collection service .. . 


Leon Willis 
McAlester, Okla. 


J. M. Dungan 
Salinas, Calif. 
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William Fluegei 
Cedar Rapids, Ia. 


gh 


% 


Joe Whitten 
Oklahoma City, Okla 


Thomas Downie 
Vancouver, B. C 





a‘? 
Carl Forsythe 
Beaver, Pa. 


Bruce K. Ward 
Casper, Wyo 


Ernest Yarbrough 
Winston Salem, N. C 


William Arendt 
Little Rock, Ark 


Donald Putier 
Denver, Colo 


For outstanding credit bureau service... 


a member of the Collection Service Division committee 


for ACBofA. 


100,000—250,000 population group 
Adjustment Department, Oklahoma City 
Joe W. Whitten, manager 


Joe W. Whitten is chairman of the Collection Service 
Division of the Associated Credit Bureaus of the Mid 
west. In March of this year he was given a trophy by 
his district association, as the outstanding collection serv 
ice manager for his population bracket 

Mr. Whitten is an officer in the Oklahoma City Lions 
club, a director of the City Civic committee, and national 
president of Alpha Tau Omega fraternity 


250,000-and-over population group 
Credit Bureau of Vancouver, British Columbia 
Thomas Downie, manager 


Thomas Downie’s Credit Bureau of Vancouver is the 
first Canadian ACBofA member to receive an interna 
tional achievement award. 

Mr. Downie is honorary secretary-treasurer of the 
Credit Granters Association of Canada, a director of the 
Associated Credit Bureaus of Canada, and a member of 
Vancouver's Rotary club 


Credit Bureau Winners 


15,000-and-under population group 
Credit Bureau of Beaver County, Beaver, Pa. 
Carl O. Forsythe, manager 


Carl Forsythe, though relatively new to the credit bu 
reau management field, has already established his bureau 
is one of the outstanding offices in the country. 

Mr. Forsythe is secretary of the Associated Credit Bu 
reaus of Pennsylvania and a member of their board of 
directors. He is also a member of the Beaver Board of 


Trade and the American Legion 


15,000—25,000 population group 
Credit Bureau of Casper, Wyo. 
Bruce K. Ward, manager 


This makes the second award for Bruce Ward's bu 
reau, as it received the international achievement award 
for collection service in 1950 

Mr. Ward is a member of ACBofA’s Collection Serv 
ice Division committee. He is also president of Casper's 
Rotary club and active in the Boy Scouts. In 1951 the 


EKKEKKKKEK 


Junior Chamber of Commerce in Casper named hin 


standing young man of the year. 


25,000—100,000 population group 
Credit Bureau of Winston-Salem, N. C. 
J. Ernest Yarbrough, manager 


J. Ernest Yarbrough is a former president of the Asso 
ciated Credit Bureaus of North Carolina and the Asso 
ciated Credit Bureaus of the Southeast. He is at present 
one of ACBofA’s directors and has served on the Credit 
Bureau Division committee 

Mr. Yarbrough has been president of Winston-Salem's 
Lions club, is a member of the Citizens Civic Planning 
board, and a director of the Red Shield Boys’ club 


100,000—250,000 population group 
Credit Bureau of Little Rock, Ark. 
William R. Arendt, manager 


A former president of the Associated Credit Bureaus 
of Arkansas and Associated Credit Bureaus of the Mid- 
west, William Arendt has served as a director for 
ACBofA and as member of the Credit Bureau Division 
committee 

Mr. Arendt is a past president of Little Rock's Com 
munity Chest board, of the Boys’ club, and active in the 
Chamber of Commerce 


250,000-and-over population group 
Credit Bureau of Greater Denver, Colo. 
Donald H. Puffer, manager 


Donald Puffer is secretary of the Associated Credit 
Bureaus of the Rocky Mountain states and a member of 
ACBofA’s board of directors. Next year he will serve 
as dean of the Credit Bureau and Collection Service 
Management Institute at the University of Kansa 

Mr. Puffer is a member of Denver Boys, Inc., and has 


been active in the local Community (4 hest progran 





Thanks to Local Credit Granters 


Without the cooperation of local credit granter 
the ten offices listed here might have been merely 
average. 

The Associated Credit Bureaus of America offers 
grateful appreciation to you local credit granters 
who are doing so much to help our 


im seTvice. 
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Recordak Microfilming 







































costs you less 


because you can choose the machine 
that matches your requirements 


It's been proved in hundreds of stores... and it’s 
easy to see why your own microfilming costs will be 
lower day after day when your microfilmer matches 


your requirements. 


If your requirements are small. for example, it 
would be unwise to install high-volume equipment 
. to pay a higher price for features or refinements 
which could not be used profitably in your store. 
Likewise. 


store to discount time-saving features . . 


it would be unwise for the large-volume 
. to think 
only of low initial cost. 


Recordak—in recognizing the fact that require- 
ments vary so widely —has designed its line of micro- 
filmers with all stores, all budgets in mind. Whatever 
features you need—Recordak has: whatever fea- 
tures you don't need, you needn't buy. 


Thus, 


Recordak has made it possible for even 


the smallest users to gain savings proportionate 
to those realized by the largest ones. 

Recordak offers these extra values, too 
RECORDAK specializes in microfilming only 


analy zing 


has been 


the needs of business for 25 vears. A nation 


wide staff of specialists is always at your call. 
RECORDAK film. lenses, 
Kodak . . . assurance of top quality and performances 

RECORDAK maintains 26 conveniently located film pro 


essing stations. Your microfilms are processed the same 


and microfilmers are made by 


day they are received by skilled specialists using high- 
speed, professional equipment. 
Learn how you can install the Recordak Microfilmer 
best designed for vour requirements on a@ most attrac- 
tive purchase or rental basis. Write Recordak Corpo- 
ration (Subsidiary of Fastman Kodak Company), 
144 Madison Avenue, New York 22, N. Y. 


25". 


Wrtuensa® 


SRECORDRK 





(Sub ds 


t Kodak Company) 


Originator of modern microfilming— and its application to retailing systems 


" Recordak 








You can save with Recordak—because you can choose 





The Recordak 
Duplex Microfilmer 


The Recordak 
Triplex Microfilmer 





The Recordak 
Commercial Microfilmer 


The Recordak 
Junior Microfilmer 








is a trade-mark 











LEONARD BERRY 


UDGING from the letters we have received on the 
J subject, and also in talking with retail credit execu 
tives when in the field, there is considerable interest in 
the growing practice of using printed or engraved notices 
and forms in many areas, other than collection routine 
of credit department correspondence. 

Doubtless our still severe personnel problems and the 
acute necessity of devising time and money saving short 
cuts in office procedure are responsible for this interest. 
It is in response to numerous requests that this month we 
concentrate specifically on illustrations of printed new 
credit application notifications. 

Of all the opportunities that occur in credit ofhce 
routine for building customer good will surely the ox 
casion of new account acceptance offers the greatest 
possibilities. Here is the beginning of what we hope will 
be a mutually satisfactory and beneficial business relation 
ship. The happy event should be signalized with cordial 
ity and dignity. Few will dispute the assertion that a 
well-designed, well-worded printed or engraved notifica 
tion has many advantages over the usual form letter with 
its all too frequent ill-matched name and address fill-in 
and quite often, rubber stamp signature. 

Thus, from a public relations viewpoint it would seem 
that such printed notices are actually more acceptable to 
the customer than form letters. And most certainly the 
relative simplicity of handling such notices in the credit 
office means a great deal to harassed credit executives. 

It would be interesting to know the relative costs of 
form letters vs. printed notices. From our observation 
and from the opinions of executives queried on the point, 
the printed notice turns out to be less expensive than the 
average torm letter. 

Perhaps now, as the new season begins and preparations 
for the expected and hoped-for flood of new account ap 
plications are being made, would be a good time for 
credit managers to look into the desirability of making 
changes in the new account acceptance procedure. Our 
illustrations this month will doubtless give many helpful 
pointers both as to format and wording of such notices 


This Month’s Illustrations ™—> 


Illustration No. 1. An excellent example of credit 
sales promotion using a printed folder. This invitation 
to accept credit facilities at Rothschild’s, Kansas City 
Missouri, tells the prospective credit customer that all 
preliminaries have been accomplished and that the a 
count is immediately available at all six stores operated 
by Rothschild’s in the shopping area. The exact location 
of the stores is given. ‘This information is important 
where a store has branches. We are apt to forget that 
the customer may not know as much about us as we think 


she does. 
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Illustration No. 2. 
Rothe hild’s 


application acceptance. On the outside of this folder 


Another printed folder used by 
This time being a notification of credit 
as on the preceding ‘lustration, appears only the name 
of the firm, Rothschild's 
high degree of dignity and impressiveness 

Illustration No. 3. Here is an attractive credit sales 
promotion mailing piece used by The Hub, Wichita Falls, 
Texas. The Hub’s Manager of Credit Sales, Mrs. 
Virginia Hearn, was a student at the National Retail 


Both these folders possess a 


Credit Association Retail Credit Management Institute 
at the University of Oklahoma in July. This invitation 
to use the account opened at The Hub came in a hand 
addressed, hand-stamped envelope. The wording is warm 
and cordial and the whole effect most pleasing. 
Illustration No. 4. 
printed folder used by MacDougall’s, Seattle, Washing 


VacDougall’s . takes pleasure in 


On the outside cover of this 


ton, appears this 
we le oming as a charge account customer . and space 1s 
provided for the name of the new customer to be filled 
in, probably by pen and ink. The facsimile signature of 
the President of the firm adds to its distinctiveness 


Illustration No. 5. 


notification of acceptance of credit application. On the 


Another example of printed 


outside of this folder appears the store’s characteristic 
signature, Kennard’s of Delaware As this store is a 
member of the city’s Charga-Plate Group, instructions as 
to the notching ot the Plate are included in the notifica 
tion Also, note the invitation to members of the new 
customer's family to take advantage of the convenience 
The fact that the account is open and 
ready for immediate use is stressed by repetition 


Illustration No. 6. ‘This is the notification to a 
customer that Godchaux’s, New Orleans, Louisiana, has 


of the account. 


established a “3 Pay Plan Account” for that person. On 
the front cover of the folder Godchaux’'s “Welcomes you 
to its list of regular patrons Because the “3 Pay 
Plan” is relatively new it is necessary to explain it. This 
is done in clear, concise manner. 

Illustration No. 7. A single card acceptance notifica 
tion used by Buck’s, Wichita, Kansas 


in a hand-addressed envelope and is hand-stamped thus 


Lhis too, is sent 


adding a personal touch to a formal communication 





The splendid cooperation of our members in 
sending examples of their credit department 
letters and forms is a matter of gratification 
to us. Again we urge others to send in their 
letters and forms for inclusion in our Letters 
Scrapbooks and for possible subsequent repro- 
duction on this page. 
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Philip Gleason in New Position 


Philip Gleason, who has been Credit Manager of and 
associated with Abercrombie & Fitch Co., New York, 
N. Y., for a period of more than 20 years, assumed the 
position of Credit Manager, Saks-Fifth Avenue, New 
York. He succeeds George Neff who resigned to enter 
business. Mr. Gleason is a past president of the Asso 
ciated Retail Credit Men of New York and the Credit 
Bureau of Greater New York, past president of District 
Two, N.R.C.A., Chairman of the Bureau Service and 
Audit Committee of the Associated Retail Credit Men 
of New York, and has served as a Director, Chairman 
and member of several important committees of the As 
sociation for many years. 
the N.R.C.A. A. W. Greene has been appointed Credit 
Manager of Abercrombie & Fitch to succeed Mr. Glea 
son. He will be assisted by L. Blend, formerly of the 
staff of Saks-Fifth Avenue. 

Annual Conference on Distribution 

The 25th annual Boston Conference on Distribution 
will be held at the Hotel Statler, Boston, Mass., October 
19 and 20, 1953. 
sent a group of distinguished authorities on distribution 
at this unique, internationally famous forum. 


He is, at present, a director of 


The conference is privileged to pre- 


The pro 
gram has been carefully designed to serve business execu 
tives and others as a guide to what lies ahead in distribu 
tion which is so vitally an important segment of our 
The conference is open to all who are inter 


The N.R.C.A., is one. of the 


economy. 
ested in its deliberations. 
cooperating organizations. 

The program planned for this anniversary is excep 
tional in interest and importance. Rarely has such an 
impressive group of 20 internationally known speakers 
been brought together for one occasion. The proceedings 
of the conference will be available for reference and 
study. As a limited number of copies will be published, 
we suggest you order your copy now from Daniel Bloom 
field, 80 Federal Street, Boston 10, Mass. Price per 
copy, postpaid, is $4.00. 





© 
Do You Want a Raise? 

It is easy to get a raise if 
you know how And the 
know how is contained in 
“How to Collect Installment 
Accounts,” by Samuel W. 
Guggenheim, a 70-page cloth 
bound book, chock full of 
letters and sound advice, tell 
ing you how to collect install 
ment accounts and open 
accounts. 

To collect your raise in pay, 
use the ideas in this book as 
thousands of credit executives 
have done. Sent postpaid if 
you send $2.00 only to 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Ave. Louis 5, Mo. 
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Mrs. Catherine D. Bartlett Retires 


After a splendid record of 31 years of service with the 
Credit Bureau of Cleveland, Cleveland, Ohio, Mrs 
Catherine Doody Bartlett, Manager of the Trade Report 
Department, retired July 15, 1953, it was announced by 
Gordon W. Gray, General Manager of the Bureau. Mrs. 
Bartlett was honored at the weekly luncheon meeting 
of the Bureau recently at the Mid-Day Club, at which 
time Arthur R. Peterman, Vice President of the Bu 
reau, extended her the membership’s warm appreciation 
for her outstanding service. A valued staff member since 
1922, Mrs. Bartlett was one of the founders of the 
Women’s Retail Credit Club in 1929 and was the first 
president of that organization. She also helped organize 
the Credit Women’s Breakfast Clubs of North America 
and was president in 1940. Mrs. Bartlett was the guest 
of honor at a dinner given by the department heads of the 
Credit Bureau where she was presented with an attractive 
charm bracelet. Another event in her honor was a dinner 
at Chagrin Falls, Ohio, followed by an evening at the 
Chagrin Falls Little Theatre. 

Last fall Mr. and Mrs. Bartlett toured Europe and 
they plan other travel in the near future. The N.R.C.A. 
wishes Mrs. Bartlett many years of happiness in her 
retirement and congratulates her on the many years of 
faithful service she has given to the credit profession 


Consumer Credit Data for June 


Consumer instalment credit outstanding increased 411 
million dollars during June to an estimated 20,489 mil 
lion at the month-end. Increases of about 400 million 
dollars had occurred in each of the preceding three 
months. The June expansion compares with increases of 
724 million dollars in the same month of 1952, 54 million 
in 1951, and 489 million in 1950. All types of instalment 
credit increased during the month, but the rise in auto 
mobile credit again accounted for the major part of the 
gain in the instalment total. All types of financial institu 
tions and all major classes of retail outlets increased their 
holdings. Noninstalment credit outstanding decreased 
75 million dollars during June to an estimated 6,562 
million at the end of the month. ‘Total short-term and 
intermediate-term consumer credit outstanding on June 
30, 1953 was estimated at 27,051 million dollars, 336 


million above May and 4,605 above a year ago 


NOTICE 


The National Office should receive a list of new 
officers and directors of local Associations immediately 
Send them to: Arthur H. Hert, 
Secretary, National Retail Credit Association, 375 Jack 


after they are elected. 


son Avenue, st. Louis », Missouri 


Wanted to Buy— 


Crepir Bureau in Northern Alabama, 35,000 to 
60,000 population. Box 8253, The Creprr Wor p. 





Consumer Credit Course at the 
University of Pennsylvania 


The University of Pennsylvania, Philadelphia, Penn., 
is a part of the regular curriculum of the Wharton 
School of Finance and Commerce, is again offering this 
vear a full-fledged course in Consumer Credit on Friday 
evenings beginning October 2, 1953. ‘This course was the 
first course in the field of consumer credit offered by any 
University in the United States and its success has led to 
the initiation of similar courses in colleges and universi 
ties throughout the country. Especial attention has been 
given to making the subject matter of the course and its 
presentation thoroughly practical, so that students from 
all segments of consumer credit, upon completion of the 
course, will have a comprehensive perspective of the entire 
consumer credit field. The policies and fundamental 
operating techniques of personal loan departments of com 
mercial banks, consumer finance companies, sales finance 
companies, credit unions, and retail stores are discussed 
in such a way as to emphasize the practical approach to 
consumer credit problems. 

Thirteen credit executives in the Philadelphia area 
have been engaged as lecturers in their respective fields 
Ihe course has been jointly sponsored by the Philadelphia 
Credit Bureau, Pennsylvania Bankers Association, Penn 
sylvania Consumer Finance Association and the Penn 
svivania Credit Union League. 


F. W. Walter Retires 

F. W. Walter, Credit Manager, The Bailey Co., 
Cleveland, Ohio, retired as of May 3, 1953. He is suc 
ceeded by William A. Evans, lately a divisional man 
within the Bailey's credit office. Over a long and suc 
cessful career Mr. Walter performed credit executive 
work in New York,. Cincinnati and Cleveland stores. 
For many years he was Chairman of the Educational 
Committee for the N.R.C.A. and appeared on the pro 
vram of the International Consumer Credit Conference 
f our Association in Cincinnati, Ohio in June, 1950. He 
s a member of the Quarter Century Club and an 
Honorary Life member of the N.R.C.A. His many 
friends throughout the credit fraternity wish him many 
vears of health and happiness in his well deserved re 


tirement, 


J. A. Hendry Appointed Member of Firm 

J. A. Hendry, Secretary, Jas. A. Ogilvy’s Ltd., Mon 
treal, Quebec, Canada, has been appointed a director of 
the firm Associated with Ogilvy’s in various capacities 
for 41 years, Mr. Hendry is a former member of the 
Montreal chapter of the Canadian Credit Institute and 
is Canadian director of the Credit Management Division, 
National Retail Dry Goods Association 

Truesdales Celebrate Golden Anniversary 

Mr. and Mrs. John R 
Beach, Florida, 


niversary with a reception at their home recently Mr 


Truesdale, Clearwater 


celebrated their golden wedding an 


Truesdale was the first secretary of the Credit Service 
Exchange Division of the N.R.C.A., now known as the 
Associated Credit Bureaus of America. He is the author 
of the book Credit Bureau Management Formerly of 
Youngstown, Ohio, he was associated with the Youngs 
town Retail Grocers and Meat Dealers Association and 
the Merchants’ Mercantile Association. 


Retail Credit Schools 


Since February 1, 1953, Retail Credit Schools, spon 
sored by the N.R.C.A. in cooperation with the ACBofA 
have been conducted in such cities as Carlsbad. N. M.. 
Albuquerque, N. M., Baton Rouge, La., Alexandria, La., 
Shreveport La., Dallas, Tex.. Colorado Springs, Colo 
Mlontgomery, Ala. Birmingham Ala Tampa and 
Orlando, Florida. Many other cities have requested this 
course and are being scheduled for future dates The 
credit schools are being taught by Sterling S. Speake, Re 
tail Credit Specialist, on leave of absence from the 1 


versity Texas 


mM 
Each school is set up on a four-night 
basis tor two and one-half hours and all ph ses of credit 


selling are covered during the 10-hour course. A copy 


of Dr. Phelps’s textbook, Retail Credit Fundamentals, is 
given to each enrollee and is included in the $10.00 fee 


The local credit bureau ot sponsoring organization re 


ceives $2.00 of the fee to take care of any local expenses 


such as meeting room, postage, advertising, et The only 


requirement ts a guarantee of a minimum of SO people 


So far, the average enrollment has been 80. The course is 


open to credit managers, credit employees, credit bureau 
personnel and any person connected with credit work 

Said W. R. Middleton, Manager, Credit Bureau of 
Carlsbad, N. M., “This credit school really was a shot 


in the arm for my Credit Bureau.” Bland Cresap 


Colorado Springs, remarked, “I'm sold on the value of 


your schools to the bureau manager as well as to credit 


managers in stores, banks, and doctors’ offices.” 


Pade nt 
Publicity material such as newspaper articles, brochures 


] ’ . 
explaining the course, registration cards and an informa 


tional data sheet on organizing 


i school, are furnished to 
help secure the enrollments. “One of the things that have 
impressed me greatly commented Mr. Speake is the 
nterest enrollees take after they start the course.” 


An examination of 25 true-false statements is given to 


ill those desiring a certificate and who have attended 75 
per cent of the classes \ yvrade /U per cent ts re 
quired oO tar ibout 9O per cent of the 
been eligible for certificates 


enrollees have 


\ssociations who wish to sponsor this credit course fot 
their members and non-members who might become mem 
bers, should write to Leonard Berry, Educational Direc 
tor National Retail Credit Association 3/5 Jackson 
Missouri 


\venue st Louis 


National Retail Credit Association 
75 Jackson Avenue 


St. Louis 5, Missouri 


We would like to have a Retail Credit School 
conducted in our city by Mr. Speake. Please give 
us date the Course can be scheduled for us If 
possible, we prefer it to be scheduled during the 
month of or month of 


(ist choice) (2nd choice) 


Name 
Address 


City State 
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C. B. FLEMINGTON . . Canadian Correspondent 


Ghanting Credit in Canada te) 





Southern Fried... 


NANCY BUCHANAN, Credit Bureau of Greater Toronto, Toronto, Ontario, Canada 


AVE YOU ever stepped from a beautifully air- 

conditioned train in Chicago, to find that the tem- 
perature is a humid 104 degrees? If you have, you can 
imagine what a wonderful relief it is to step off an 
equally well air-conditioned train in New Orleans, to 
find that it is only a humid 103 degrees. What does 
mere temperature matter when one has finally arrived 
in the most fascinating city in America, New Orleans, 
the Mecca of the epicurean and the gourmet, the setting 
for the famous (or the infamous, depending on where 
sympathies lie in those days) Louisiana Purchase, the 
most fantastic real estate transaction the world has ever 
known. It could only have happened here, where the 
old and historic meet the new and progressive. 

For New Orleans is in fact two cities, one the Vieux 
Carre, which the Sieur de Bienville isolated by means of 
a wall and a moat in the mid-eighteenth century; the 
other, a new city built by eager Americans after the sale 
of the Louisiana Territory. ‘These two, the old and the 
new, have finally met in the broad, roaring torrent of 
Canal Street, which can no longer be recognized as a 
boundary, other than by historians. 

To attempt a detailed travelogue would require vol 
umes, but a cursory glance would pinpoint the beautiful 
St. Louis Cathedral, erected in 1794 by Don Andres 
Almonester y Roxas, and which later witnessed the cere 
mony of the exchange of flags in December, 1803, when 
the royal red and yellow emblem of Spain fluttered down 
from the high flagstaff in Jackson Square, to be replaced 
by the tricolor of Napoleon’s France for 20 short days, 
only to be succeeded by the banner of 15 stars and stripes 
of the United States. In other sections of the city, one 
can see some of the lovely antebellum homes, with their 
intricate iron grillwork which adorns many of the older 
houses. The picturesque old market places, wharves, 
“squares,” duelling oaks, are all there to be gazed at and 
admired. 

For the gourmet, there are the magic names: An 
toine’s, Galatoire’s, Arnaud’s, the lovely Court of Two 
Sisters, and on and on until you can never eat again 
without making odious comparisons. Here is the home 
of dishes refined to perfection: Creole Gumbo, Oysters 
a la Rockefeller, Shrimp Remoulade; the very names 
conjure up visions of an old, forgotten way of life. 

In my exuberance, I almost forgot that I came here 
to attend the 39th Annual International Consumer Credit 
Conference, held June 22 to June 26, under the 
joint auspices of the Associated Credit Bureaus of Amer 
ica, the National Retail Credit Association, the Credit 
Women’s Breakfast Clubs of North America, the Credit 
Granters’ Association of Canada, and the Associated 
Credit Bureaus of Canada. ‘To those who were instru- 
mental in bringing the Conference to New Orleans, our 
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thanks. Where else could the Annual Breakfast, such 
a splendid beginning to a well-planned conference, have 
been so stimulating at 7:30 in the morning? ‘The lovely, 
mirrored Grand Ballroom of the Hotel Roosevelt, the 
convention headquarters, was filled to capacity on the 
morning of June 22, when the Credit Women’s Break 
fast Clubs of North America held their Annual Break 
fast, to which all bosses were invited and, I may add, 
seemed eager to accept. Imagine the delight of the 
delegates to be greeted at the door and ushered to their 
tables by members of the New Orleans Breakfast Club, 
acting as hostesses and “disguised,” flamboyantly, as 


“coal-black mammies,” voodoo women and other cos 
tumes typical of the area. 

Following the Breakfast, what would have proved en 
tirely incongruous anywhere else in the world, but which 
appeared here to be the natural course of events, the 
meeting was most thoroughly entertained by the person 
of “Poppa” Celestine, one of the most famous and best 
loved jazz trumpeters in America, who was, that morn 
ing, the instigator of much foot tapping and hand clap 
ping. Never has breakfast been quite so stimulating. 

Later that morning, a joint meeting of the Associated 
Credit Bureaus of Canada and the Credit Granters’ As 
sociation of Canada was held under the able and amiable 
chairmanship of H. Leslie Hulme of Aluminum Goods, 
Toronto, and President of the Credit Granters’ Associ 
ation of Canada, during which various matters pertaining 
to the procedure of both associations were brought up 
and discussed by the various Canadian delegates. 

At 9:00 a.m. the following morning, O. W. Freiberg, 
San Francisco, and President of the National Retail 
Credit Association, officially welcomed all delegates to 
the Conference and the Invocation was made by the 
Rev. Joseph Butt of Loyola University of the South, 
New Orleans. 
delivered by Mr. 


Francis Auger of Orlando, Florida, President of the 


“Greetings” were humorously 


Associated Credit Bureaus of America, and also by Nelle 
Stombs of Rock Island, Ill., President of the Credit 
Women’s Breakfast Clubs of North America. 

Then followed a panel discussion, “Credit Sales Pro 
motion,” with W. J. Tate of Chas. Ogilvy Ltd., Ottawa, 
Ontario, and Second Vice President of the National Re 
tail Credit Association acting as a most exemplary mod 
erator. Those taking part handled their various topics 











in an expert manner, concentrating years of knowledge 
and experience into the comparatively short time allotted 
to each subject. 

Io describe an address given by Arthur C. Horrocks 
Public Relations Counsel, Goodyear Tire & Rubber Co., 
Akron, Ohio, as being tremendously inspirational, could 
not be considered as being hyperbolic. Mr. Horrock’s 
talk was entitled “The Unfinished Dream” and seldom 
has a speaker been listened to with such rapt attention 
or applauded so vigorously. 

That evening, the steamer “President,” groaning un 
der the weight of several hundred delegates, made its 
way down the Mississippi to the strains of music pro 
vided by the ship’s orchestra and as a glamorous diver 
sion, the gorgeously attired King and Queen of the last 
Mardi Gras in their glittering silver costumes pat ided 
for our benefit in a truly regal and dignified mannet 

On Wednesday morning, we heard a splendid address 
by Paul L Selby, Executive Vice President National 
Consumer Finance Association, Washington, D. C., en 
titled “Consumer Finance and Its Relations to Credit 
Bureaus,” followed by a question-and-answer period 
during which a great deal of interest was evidenced 

In the afternoon, the meetings provided various types 
of subjects dealing with credit and collection procedure 
Fred S. Kreiger, of Milwaukee, Wisconsin, and George 
P. Johns, of Decatur, Illinois, acted as co-moderators in 
a discussion “How to Correct Irregular Inter-Bureau 
Service” and later that day, Ralph Matthews, of Battle 
Creek, Michigan, and Ralph Walker, of Cedar Rapids 
lowa, were the co-moderators on the subject ot New 
Developments in Financing Consumer Credit.’ 

Once again on Thursday morning the ever-popular 

ld Francis 
Associated Credit Bureaus of 
America, acted as Chairman and the panel was graced 


pariel discussion type meeting was hel 


Auger, President the 


by the presence of charming Rita Barnes of London, On 


tario. Following this most constructive and enlighten 
ing panel, there was a talk by John C. Faris, Manager 
Customer Business Department, Union Electric Com 
pany of Missouri, St. Louis, under the provocative titl 


of “You Can't Be a Boss,” 


appear to be quite paradoxical in an address to a gather 


, : 
which, at first glance, would 


ing of this type, but which proved both practical and 
appropriate 

Harold A. Wallace, Executive Vice President of 
Associated Credit Bureaus of America, introduced 
new officers of that organization for the coming 
with Howard Chilton, last year’s Vice Presi: 
ing up to take his pl ice as President Nelle ombds an 
nounced that the new President of the Cre Women 
Breakfast Clubs of North America wa be Mrs 
Mabel Bliss and Mr. Lindley S. Crowder introduced 
the new officers of the National Retail Credit Association 
ot which Henry ¢ lexander is the new President 
W. J. Tate of Ottawa, Ontario, as First Vice President 

And finally, la piece de resistance, the Banquet and 
Dance, held in the Grand Ballroom of the Roosevelt 
Hotel on Thursday evening, with filet mignon as the 
main dinner course and an entertaining floor show. Ow 
ing to the large number attending, it was found necessary 
to use not only the Grand Ballroom but also the Uni 

Room for dan ing 


Thus ended the 39th International Consumer Credit 








Two Bedroom Suites for 4 people 
to $54.50. 
(These are de luxe.) 
MARK HOPKINS HOTEL 
Single Rooms, $9.50 to $13.50 
Room for 2 persons (double or twin-bedded ) 
to $17.50. 
Suites with Bedroom for 2, and | 
Ss SUCH) 
I'wo Bedroom Suites for 4+ people and | 
to S57.00 
Luxurious quarters. ) 
HUNTINGTON HOTEI 
Single Rooms $6.00 to $12.50 
Roon tor 2 persons (double or twin bedde | SS.) 
to $15.00 


Suites Bedroom for 2, and parlor, $15 
$25.00 
I'wo Bedroom Suites for 4 people and parlor, $25.00 
to 340.00 
SIR FRANCIS DRAKE HOTEI 
Single Room, $7.75 to $12.75 


Double be dded room 


Twin bedded room 


persons), $9.75 to $14.75 


00 to $18.50 


(2 persons), $1. 
Suites, S. SO to $35.00 
ST. FRANCIS HOTEI 
Single Rooms. $7.50 to $16.00 
Room for 2 person double or twin-bedded ), $9.50 
to SZU.00 
Suites with Bedroom for 


S40.00 


ind parlor, $18.00 to 


Iwo Bedroom Suites for 4 people and parlor, $25.00 
to $50.00 
CHANCELLOR HOTE!I 
Single Room, $5.00 
Room for 2 person 
Room for rsons twin 
No Suites 
PLAZA HOTEI 
Single Room, $5.00 to $6.00 
? persons (double bed 46.50. £8. 50 
) persons (twin bed 00, $9.00 
Roon t $9.00 accommodating up 
person additional 
ye rson $12.50 with addi 


st) 


each 





Conterence all who contributed so much to the 
success of this eve the thanks of the delegates for a job 
well done < ‘ "ar een ( renethen the 
the | nited 

tates Our itu t oO , vwighbour 


} , 
policy etween - - ( \ I ind action 


as we learn 1 « | as tree 


people in a 

Much 0 1 our ver y spi ot operation 
was gained various panels 
ind forun I] \ yurs contributed 


con | 
thanks | n t } rae 
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Comparative 


Colleclion 


ercen tages 





PAA LALA P IOAN 





July 1953 vs. July 1952 





DEPARTMENT STORES 


(Open Accounts) 
1953 


HI | LO 


DISTRICT 


and 


CITIES 


1952 


HI 


1953 


AV AV LO | AV | HI | LO 
b+ + + + +. 


Boston Mass" 48 0 55 8/409144 7 (53.9 /37.51153 |237/100 
Lynn Mass 
492)520 
618\643 


50 | 


46 | 
593 


| Providence R I 483/545/401 
62 9/66 8|590 


453\47 5) 432 


Springfield Mass 239\244 


Worcester Mass 224 


DEPARTMENT STORES 


(Installment Accounts) 


1952 


WOMEN'S SPECIALTY 
STORES 


MEN'S CLOTHING 
STORES 


1953 
HI 


1952 1953 


HI 


1952 


AV LO AV LO} AV | HI | LO 
+ + + + + + 


49 6 





2 New York NY 473)54 7/393) ¢ 3684195 |252 


49 1/4934 





? 


} Atlanta Ga 





421/476 
41 5\434 


365 
40 | 


41 2|549/340 
38 5/49 6 |376 


Birmingham Ala 18 5'230 


New Orleans La * 196 | 


49 1/500 





1208 
233 


56 4/588 
471/546 


538 
420 


Cincinnati. Ohio” 
Cleveland Ohio 
Columbus Ohio 
Detroit Mich 

5 Grand Rapids Mich 
Louisville Ky 


54 8/57 4|469 
438|507/370 


157 


188 140 


455 433,473 
372\411 
444/450 


373 


393 
271 
4\9 


Ottawa. Ontario 
Toledo. Ohio” 558/417 


435 


Youngstown. Ohio” 


56 | 
762/|903 





Cedar Rapids la 
Davenport la 
Des Moines la 
Minneapolis Mina 570/|643 
Omaha Neb | 
Sioux City la 





Kansas City Mo 
St Louis Mo 


405/445 
537|545 


3% 5 


55 5 |569|544 5324190 )212)155 





52 71376 
558/510 


Denver. Colo 
Salt Lake City Utah 


513 
542 


377 
545 


142\204 
186 |230 


le 


168 


48 6|545 
576 |600 





Spokane Wash 56 4|743/'46 5] 604/666 


10 Vancouver BC 
Victoria BC 


543913.3)150/100 





Los Angeles Calif 


) | Oakland Calif 
Santa Barbara Calif 


524 
569 
610 
542 


590/460 
604/555 
64 2)570 
613/481 


510/633 
583/623 
611/653 
541/624 


410 
566 
542 
460 


152/179 


174/200 


162|174 


Sar Francisco Calif 


696 
3624 
499 





Baltimore Md” 455 
l2 Pittsburgh. Pa 


Washington D C 


48 6) 427/45 6|51 8/)400115 4) 228 


140/183 


min t 


427,506 /389/41 2/49 11351 


162 


0 470/233 


190/127 





|3Milwaukee Wisc §2.1/53.6/506149 3/50 3/483]}174/ 177) 

















191 


209/172 




















@ Figures for June 


INSTALMENT ACCOUNTS outstanding at department 
stores at the end of June were practically unchanged from 
the level of the preceding month, but were 23 per cent 
above a year ago. Collections on instalment accounts during 
June amounted to 15 per cent of first-of-month balances out 
standing, the same as in May, but 3 points below the col 
lection ratio of June last year. Charge accounts outstand 
ing declined 1 per cent during June, a month in which some 
decrease is usual, but balances at the month-end were 53 


per cent above the corresponding date last year. The June 
collection ratio of 47 per cent was 1 point above both a 
month ago and a year ago. Sales of all types decreased 
from May to June—cash sales by 2 per cent, charge 
account sales by 5 per cent, and instalment sales by 4 per 
cent. Compared with a year ago, each type of sale was up 
5 per cent. Consequently, the relative importance of cash, 
charge, and instalment sales was practically unchanged from 
both a month ago and a year ago.—-Federal Reserve Board 
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An “Under ‘21° Charge Account Plan” 


Most credit executives recognize the potentialities for 
increased credit sales that exist in the large number of 
‘under age’ young people who nevertheless possess a 


However, few cred 


degree of credit responsibility. it 
managers have actively and consistently promoted credit 
sales to this group. 

One store that has pioneered in this field of credit 
sales promotion is Smiths, Oakland, California Phis 
store carries on its letterhead the statement, “The Larg 
est Men’s and Boys’ Store West of Chicago.” Ray 
Edwards, Credit Manager of Smiths, 


der 21 Charge Account Plan” as follows 


describes his “Un 


“For a long time our store tried to develop some ar 
rangement so we could offer credit service to people who 
were not of age. We finally came up with ‘Smiths 

nder 21 Plan’ and offered it to the young people of our 
community. 

“We operate three stores located in Oakland, Berkeley 
and Hayward, California. We sell only men’s and boys 
ipparel ranging from age two and up. We have been in 
business 67 years. We specialize in nationally branded 
merchandise. 

‘We had so many boys and young men who found it 
necessary to use their parents’ account whenever they 
shopped in our store. They did not like the idea of hav 
ing us call home to verify certain charges and they did 


not like 
was always the difficulty of the young people's trying to 
ot . 

oes et abe 


4 aiet as aa Saas os SER 


Z Saiths S55. 


CARL AND HAT WARD eceacver 


unoer “2! CHARGE CARD 


bring notes from their parents. Then, there 


oy EN 
Your CREDIT is Your HONOR + 


This identifi 2: 
mt runt im vou. By vari ow 


bligotons promptly 


~ achieve 
@ most volvo 
qood 


yOu wowld 


> CHaeGe account 
+ 


cen EIA NPP aE eg t T 
Ay serine = wre x 


PN 


keep their account in balance with their p 
ment They wanted to have their own ace: 
did something about it 

Ihe idea behind the program was to create customers 
from the ranks of under-aged people, and then keep then 
as credit customers after they reach their 21st birthday 
16 through 21 


is a wonderful basis on which to extend credit in future 


Their past-paying record from age 


years If these people are treated right, you are almost 
sure to maintain them as charge customers after they 
leave school and go to work 

Many credit men have frowned on extending credit 
to minors. We have found that, if done on a limited 
basis as we do, the retailer cannot get hurt too badly 
We have also found through experience that losses on 
this type of account are about the same as with othe 
credit plans 

We went into the plan in November of 1950 and 
have built up a fine business through this medium. We 
know we have built a tremendous amount of good will, 
ind our Advertising Department has done a fine public 
relations job 

We feel that these young people will not forget us 
after they get out of school and will appreciate the lift 
we give them when they need it most and when pra 

uly all other stores will have nothing to do with them 


(Turn to “Under 21 


om HORNED sb SS ahi mh mages 


" page 28.) 


QUESTIONS AND ANSwres 
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SALES PROMOTIONS 


When Should I Ask for Payment? 


THE QUESI 


credit exe itive ni 


ION | t { cr 1 I t ’ ) 
m t ] ] ftrer th f } 

tant Coll 

credit The mem 

be congratulated 

credit manag 

l, 


pan too 


s© clearl 


QU 


STION 


When nf 


rs 


fection reminder 


1. When should I telephone the past 


ANSWERS 
Kenneth Octzel, Credit Manager, Boyd's, St. Louis, 
Missouri: 
At th 391} 
New Orleans 
thi very 
after the thir 


of them sent ot 


_ : , Som aie ; gx good | tu ter t rst definit llow-up, t ! nt should 
Others used pr nted form re inserted duri the . { led at least h fife ™ ereafter 
billing period Chis met cems to sa t ind yet get ' rs supt 1 by , } tail Cy t Associ- 
good ults The import hing vatch when using tion ‘ Hectior j the earl cane f col- 
printed forms is to see that cy £ n the right ount ection 1 can also be 1 the + th] tement where 
cay ible girl should have this ponsil t slar ry , rd from t , - th This 
As a general rule, | think the i } on , 

after the third notice has brought 

hesitate to use the telephon the v 

tomer of his past-due account, if 


itt low and notice 


R. M. Wylie, Credit Manager, Weinstock-Lubin 
Company, Sacramento, California: 
Follow up of accounts rec vable will depen 
policy established by management 
the financial position of the org 
times management desires ’ 1 ¢ ] s, or 40 per cent 
lection follow-up in some locali will result in a k Eldon L. Taylor, Credit Manager, Glen Bros. Music 
Company, Salt Lake City, Utah: 


Collection follow-up should begin on m 


sales Yet, in other 
reasonable length of 
bad debt loss lherefore, the credi iver t rst un- counts with ; nin ron tf statement sent 


th f.-)] tat 


derstand his locality and discuss wit! nag as to pro- the next month following the first sta 


26 CREDIT WORLD 


SEPTEMBER 1953 





Alexander Harding, Credit Manager, John H. Pray 
Sons Co., Boston, Massachusetts: 
a s 


Mrs. Dorothe Bolte, Credit Manager, Lyons Broth- 
ers Lumber & Fuel Company, Joliet, Mlinois: 


( t t f A 


} 


W. O. Perlick, Assistant Vice-President, “Charge 
It” Service, Texas Bank & Trust Company, Dallas, 
Texas: 


\ 
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rants a more personalized follow-up such as letters or other pease hitte eseavengsetencesisgeesac sternite ttt enti tt 


form of reminder. “Under 21” 

d. In deciding when to employ the telephone as a collec- 
J s 4 regeenee ces: , . TTTTCEEEETIEEEET ERE 
tion medium, I would suggest that it be done not later than CM (Beginning on page 25.) rm 


the fourth reminder. If there has been no response ti on a credit basis. 





several stickers and a letter, it is the positive way of knowing “It is not necessary for the parent to guarantee the 

that you have contacted the debtor and invariably you can account, and in no case do we look to the parent for 

extract a definite promise from him in addition’ to determin- payment. 

ing the exact status of the account “Although our store carries only men's and boys’ ap 
Most important of all, once the account is in line for what- parel, a number of young women use our ‘Smiths Under 

ever collection procedure you have established be sure to keéy 21 Plan.’ They buy gifts for Father's Day, Easter 

at it. Haphazard follow-up may result in the ultimate los Graduation, and of course, at Christmas 

of the present account plus possibility of jeopardizing future “Young men of today are more style conscious than 

business. ever before, and since we are definitely a style store, we 


have made capital of this. Young Americans will pay 
John E. Zimmerman, Credit Manager, Morris- ae " rn : 


Kirschman & Company, New Orleans, Louisiana: their bills just as well as those who are over 21 if only 

: given a chance. These kids take a terrific pride in hav 
Collection follow-up on monthly charge accounts should ing an account of their own, being able to charge on it 
when they wish and, at the same time, establishing a 


sound basis for future credit.” 


begin forty-five days from the first billing date 
in May, bill rendered June 1, would receive first 


account not paid by July 15 After the reminder stag Mr. Edwards points out that the copyright on the 
should be a methodical follow-up every fifteen days by 


name “Under 21 Charge Account Plan” is held by the 
of letters and tel phone calls 


Acme Corporation, 1132 West 35th Street, Chicago 
Phe first collection reminder on instalment ac Illinois, and that Smiths have the franchise to use it in 
be released five to seven days after due date and the Alameda County, California, exclusively. 
followed uy regularly each ten days thereafter Illustrated are, one, a descriptive folder of the Plan 
Instead of using stickers on collection reminder: 


] 


and two, Credit Card issued by Smiths to customers 
colored cards have been used effectively for the 


qualifying under the Plan Leal 
three collection reminders 





After releasing two collection reminders 1 two lett 1d demanding payment 
the account is usually two payments in arrea t tl telephone should be made 


« 


the telephone should be used calling attention to tl ount l up to the first prom 








Reluctant Dollars 


Merchants and professional men can bring 
in reluctant dollars by using the tested 
Collection Insert shown here. Prepared 
at the urgent request of our members, it 
. . s > ; H >» ; ».1 . > . H . » 
in this “Who's Who” has a definite tie-in with the credit bureau 


Not only does it turn past-due receivables 
As a member of the Credit Bureau we are into cash, but it is an effective means of 
called upon to report, at frequent intervals, 

the credit standing of our customers. This educating the general public to pay bills 
report is available to every merchant or pro- ‘ 
fessional man who is a member of the Credit prom ptly. 
Bureau. 


This is another success number in our 
Your account with us at the present time 1s 


PAST DUE. To maintain a good credit rec- series of Collection Helps. The size is 


r NOW ° ° * 
ord, you should make @ payment NOW or three inches by five and one-half inches 
arrange for an early settlement. J 


and it is printed in dark green ink on canary 
bond stock. Only $3.00 per thousand. 


Name 





Owed to 











Balance $. Past Due $ 


“ NATIONAL RETAIL CREDIT AssOcIATION 


Guard Your Credit as a Sacred Trust 375 Jackson Ave. St. Louis 5, Mo. 
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Irom Ue NATIONS CAPITAL 


JOHN F. CLAGETT, Coun 


Revision of Money Order Form—Contact with 
the Post Office Department has been maintained on the 
problem created when the remitter’s “address’’ was re 
N.R.C.A 
adopted resolutions calling for a re-writing or revision of 
the form to include the ‘ 


moved from the form about two years ago. 


‘address,” and re-institution of 
the practice by Postmaster of writing in the “address” 
when issuing money orders 

The Department took the position that the cost to the 
government of writing in the address of the remitter on 
some 375 million money orders yearly, overbalanced the 
admitted convenience to both remitters and recipients in 
having the “address” on the money order form for con 
venience in identifying remitters, crediting accounts, et 
(See July, 1953, Creprr Wor op, p. 30) 

The Department, however, recognized the problen 
and, in the July issue referred to, we reported its plans 
to create and publicize a nation-wide program to have the 
remitter himself write in his address after buying the 
order. Now we can report that as a result of the con 
tinued representations and complaints which the Depart 
ment continued to receive, a decision was made to revise 
the money order form again, and that the new form will 
be issued and available about November 1, 1953. 

Iwo changes will be made which the Department be 
lieves will substantially eliminate the problem, and at the 
same time still save the Department the expense of writ 
ing in these millions of “addresses” by postmasters when 
issuing money orders. 


These two revisions are: First, the word “remitter 


will be changed to the better understood word, “pur 


chaser The second revision will contain, in small print 
below the name of the “purchaser,” the following dire« 
tive: “Purchaser—please write your address here.”’ 

At the time the new form is ready for distribution, the 
Department proposes to publicize its changes by placing 
Officials of the 


Division of Money Orders have indicated that at that 


placards in post offices, and otherwise 


time individual publicity efforts by department stores 
utilities, finance companies, etc. will be most helpful. It 
is hoped that such a publicity campaign, starting about 
November 1, 1953, could be carried through to a su 


cessful conclusion before the Christmas season 


Hon. J. Percy Priest (R), Tennessee, Speaks a 
Piece on Consumer Credit Controls—On August 
3, 1953, final day of the first session of the 83rd Con 
gress, Mr. Priest made a statement for the Congressional 
Record, in part as follows 

“The Federal Reserve Board says consumers owe $19 
billion for the purchase of durable goods and for money 


borrowed on the installment plan A consumer is ar 


, National Retoi! Credit Association, Washington, D.C. 


individual who buys an article or borrows money for 
personal use. He does not buy or borrow for business 
Now, let us see how the Board arrives at its 


figure of $19 billion 


purposes. 


~- he Board says individuals owe $9 billion for auto 
mobiles; $5 billion for vacuum cleaners, refrigerators, 
turniture, and other durable goods; approximately $1,400 
million for home repair and modernization loans, and 
almost $4 billion for personal loans. ‘These are the 
Board's own figures, mind you, and I want to show you 
how utterly fantastic they are. 

The Board's figure tor automobile debt does not show 
how much of this is owed by doctors, salesmen, farmer 
ind tactory workers who could not earn a dime without 
an automobile 

The Board's assumption—and it is only an assum; 
tion—that individuals owe $5 billion for TV-radio sets 
ind other durable goods is a highly bloated figure. Thou 
sands of TV-radio sets have been sold to restaurants and 
hotels for business purposes only. This is a commercial 
debt. It is not debt contracted by individuals. ‘The same 
applies to turniture, a high percentage of which is sold 
daily to rooming houses and hotels. This is equally true 
in the case ot refrigerators, vacuum cleaners washing 
machines, and other appliances needed to run a business 
Ihe Board ignores these facts in its computations, charg 
ng the individual with the entire $5 billion 

| have no way of telling the exact amount owed by 
individuals for household appliances. I do know that it 
is nothing like the Board's figure of $5 billion 

The Board's figure of $1,384,000,000 owed for home 
repair and modernization loans should not be charged up 
to consumer credit. Such loans are more in the nature of 
capital-improvement loans 

The Board reports that individuals now owe about 
$4 billions to banks, consumer finance companies, and 
other lending institutions, for loans made on the install 
ment plan. The public is not told that this four billion 
estimate includes thousands of loans of three, four, and 
even $20,000.00 to businessmen, payable on the install 
ment plan. Nor does it include smaller loans made to 
business by consumer finance companies Many small 
businessmen borrow $500.00 trom consumer finance con 
panies to meet their payrolls and pay this money back in 
four or five days and sometimes within a month.” 

We discussed the Priest statement with consumer 
credit officials at the Federal Reserve Board. ‘They point 
out that they have long recognized the problems alluded 
to. but believe their figures give due weight to eliminat 
ing non-consumer or business uses, thus distinguishing 
or separating consumer and commercial debt 


An illustration in point in the $4 billion “personal 
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“Just w word of congratulations upon the splendid confer 
ence in New Orleans. Also, | want to express my sincere 


thanks for the cordial reception and the prominent place you 


gave me as representative of our Association at these meetings 
It was a most delightful and enjoyable experience Your 
organization and ours have so much in common in the way 
of objectives, function and role in the national economy that 
it is extremely important that we maintain a close understand 
ing and working relationship The New Orleans Conference 
was a great step forward in the promotion of greater under 
standing and more good will between our groups.”—Paul I 
Selby, Executive Vice President, National Consumer Finance 
Association, Washington, D. ¢ 


~*~ * * 


“I was happy to be privileged to be a part of the 
program of the 39th Annual International Consumer 
Credit Conference. We had a fine meeting and I 
know the majority of people, like myself, left know- 
ing the time had been well spent. Congratulations 
to you for the splendid planning which made the con- 
ference so successful.”"—H. D. Jarvis, Credit Mana- 
ger, Burdine’s, Miami, Forida. 


= @ 


The officers and members of the Credit Women’s Breakfast 
Clubs of North America wish to express their sincere thanks 
to you and your staff for your assistance during the past year 
We are particularly grateful for the cooperation given to us 
at the New Orleans Conference The conference was well 
planned and the large attendance must have been gratifying 
to those who worked so diligently to make it the success that 
it was. Best wishes to you and your staff for another suc 
cessful year.”"—Marjorie Girton, First Vice President, Credit 
Women's Breakfast Clubs of North America, Des Moines, 
lowa 


x * 


“Congratulations on another fine International 
Consumer Credit Conference at New Orleans. I 
enjoyed every minute of it and I surely appreciated 
the compliment you paid me by inviting me to ap- 
ear on the panel Monday afternoon. I am looking 
orward to attending the conference next year at 
San Francisco.”—E. Bland Cresap. President-Mana- 
ger, Credit Bureau of Colorado Springs, Colorado 
Springs, Colo. 
a 2 


Your Physicians and Dentists Credit and Collection Manua 
has proven to be more than interesting. I have full intention 
of applving many of its suggestions. I want to compliment you 
on the fine job vou did in publishing the manual.”—Jerome § 
Mittelman, D.D.S., 30 Fast 60th Street, New York, N. ¥ 


“At our weekly luncheon meeting recently, Past 
National President, Ralph W. Watson, presented me 
with a certificate in the Quarter Century Club of 
the N.R.C.A. I appreciate immensely receiving this 
certificate which is so beautifully inscribed and I 
shall always prize it highly.".—R. T. Schatz, The 
Washington Water Power Co., Spokane, Wash., 
Past President, N.R.C.A. 

* . 

The International Consumer Credit Conference held in New 
Orleans will forever be one of my most pleasant memories 
To me it seems that each year our conference is better than 
the one before and the enthusiasm and attendance at the 
various meetings certainly gave evidence of this fact Thank 
you, Mr. Crowder, for your support, your loyalty and assist 
Without you and Arthur H. Hert to 
guide us on our way and without the wonderful help of both 
of you gentlemen, we could not have progressed as we have 
nor could we have had the fine educational course Nelle 
Stombs, Junior Past President, Credit Women's Breakfast 
Clubs of North America, Eddie Gippert Motor Sales, Rock 
Island, Ill 


ance during the year 


* * * 

“My congratulations on a most successful confer- 
ence at New Orleans. I believe, from the standpoint 
of attendance, program and general interest, the con- 
ference was the most satisfactory and best we have 
ever had Everything indicated careful planning 
and a lot of hard work.”"—Henry C. Alexander, 
President, N.R.C.A., Credit Manager, Belk Brothers, 
Charlotte, N. C 

* 7 * 

You might like to know my feelings that the audience at 
the general session on Thursday at the New Orleans Confer 
ence was one of the most attentive and most appreciative 
groups which I have ever had the privilege of addressing It 
was indeed an honor and a privilege to be permitted to talk 
to that grand grow You and your co-workers are to be 
congrati ‘ated upon staging such a successful conference with 
a completely planned program. I was particularly impressed 
with the organization of the program and the close adherence 
to previously established time schedules."—J. C. Faris, Cus 
tomer Business Department, Union Electric Company of Mis 
sourl M Louis Mo 

x* * * 

“I was pleased to receive the certificate of mem- 
bership in the Quarter Century Club of the N.R.C.A 
Working for the past 25 years in the credit field has 
been most enjoyable and I am happy to state that 
the 25 years has been spent with this fine firm and 
a recognized leader in the department stores in this 
area.”—Charles G. Sumner, Hart-Albin Co., Billings, 
Mont. 





loans” category, it is pointed out, is the fact that (as a 
result of a careful survey) the total of all such loans is 
arbitrarily reduced by 15 per cent to take care of in 
stallment loans for business purposes or uses rather than 
consumer uses. 


A similar reduction is made from total automobile pur 
chases to take care of cars bought for “company use,” 
taxicabs, and the like. The Board is careful to point out 
that it is not infallible, and might err in their percentages. 


The essential problem, however, posed by the Congress 
man Priest approach, the Federal Reserve Board feels, is 
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one of differences in judgment and in the definition of 
terms. For instance, the Board figures that it would be 
more meaningful to loan and finance institutions and the 
automobile industry to include all passenger cars bought 
on the installment plan, and thus to include doctors, 
salesmen and farmers, than to attempt to eliminate these 
categories. Again, it is suggested, it would be almost 
impossible to draw a line of demarkation, since in most 
instances such cars are also “the family car.”” Such prob 
lems, the Board feels, are largely questions of “defini 
tion” and “judgment.” It has tried to apply the best 
informed judgment in light of all known facts. Lahel 





District Twelve at New York 


At the annual meeting of District Twelve held in New 
York, N. Y., the following officers and directors were 
President, Willard Poole Lhe Diamond 
Charleston, W. Va.; Vice President, David Bollman, 
los. Horne Co.. Pittsburgh, Pa.; and Secretary-Treas 
urer, Jos. A. White, Harris Stores Co., Pittsburgh, Pa. 
Directors: George W. Stephens, R. E. Powell & Co., 
rv, Md.; Jack P. Lee, Frankenberger & Co., 
irleston, W. Va.; C. G. Kaessner, Kaufmann’s, Pitts 
Pa.; A. J. King, Kennard’s, Wilmington, Del. ; 

Daris Long, I neyclopaedia Britannica, Washington 

J P. Stedehouder, Central Ch urge System, Wash 

ington, D. ¢ Mary Altizer, S. H. Heironimus Co., 
Roanoke, Va 


elected 


and Florence Wyatt, Butterworth Furni 
ture Co., Richmond, Va. 


St. Petersburg, Florida 


At the annual meeting of the Associated Retail Credit 
Granters of St. Petersburg, St. Petersburg, Florida, the 
following officers and directors were elected: President, 
Mrs. Jean Mobley, Rutland’s Men's Store; Vice Presi 
dent, Bovce Presnell, Pinellas Lumber Co.; Secretary, 
A. L. Peterson, Credit Bureau of St. Petersburg; and 
Treasurer, Mrs. Dorothy Nolan, Frank & Murray 
Directors: Ralph Haskell, City Fuel Oil Co.; Mrs 
Charlotte Playford, Maas Bros.; 
Petersburg Gas Appliance Co.; and Seymour ‘Thompson 


I r National Bank 


Frances Preston, St 


Bridgeport, Connecticut 


At the third annual meeting of the Retail Credit As 
sociation of Bridgeport, Bridgeport, Connecticut, the fol 
lowing officers and directors were elected President 
Harry Friedman, Arcade Dress Shop; Vice President, 
Edgar Courtemanch 1) M Read Co.; ‘Treasurer, 
Nicholas Badamo, Outlet Millinery Co.; and Secretary, 
Walter H. Kerr, Bridgeport Credit Rating Bureau. Di 
Bernard Glaser, Sears Roebuck and Co.; Nor- 
man Devlin, Mitchell Dairy Co.; and Raymond Goebel, 
New |! ngland Coal & Coke Co 


rectors 


Brownsville, Texas 


Che Retail Credit Executives of Brownsville, Browns 
ville, Texas, have elected the following officers and di 
rectors for the ensuing year: President, M. J. White 
Manske Motors; C. D. Jackson, Jackson Feed and Seed 
Store: and Secretary-Treasurer, Claire Key, Credit Bu 
reau of Brownsville. Directors: M. J. Tipton, Pipkin 
Motors; O. A. Cleveland, Rio Grande Valley Gas Co.; 


M. L. Cavazos, Duffey’s Western Auto Store; W. C. 


Pratt, Manske Auto Service; and John E. O’Brien, Im 
Past President. 


Victoria, British Columbia, Canada 


_ The newly elected officers and 
Granters’ Association of Victoria, \ 

lumbia, Canada, are: President, James Anderson, Stew 
& Hudson First Vice President, R. W. MicKer 
Heaney's Ltd Second Vice President, J. W. Gil! 
Royal Jubilee Hospital; and Secretary, W. ¢ 
Credit Bureau of Victoria Ltd Direct 

lams, Standard Furniture Co.; L. Evenden 

Bay Co.; G. A. A. Hebden, Diggon's Ltd 
Harness, Little & Taylor; J. D. Wilson, Th 

Co. Ltd., and T. R. Edwards, The Canadian 
Commerce 


Oakland, California 


At the recent annual dinner meeting of the R 
Credit Granters of Alameda County, Oakland, Califor: 
the following officers were elected: President, M. K. M 
gruder, Kahns; Vice President, Jerry Wilson, Merchants 
Collection Association; and Secretary- Treasurer, R. W 
Directors: Wil 
liam Foreman, Grodins; Munroe Denham, Dana Frane; 
Lois Huitt, Bank of Berkeley; Verta Walker, 1. Magnin 
Co.; Charles Petersen, Simon Hardware Co.; Charles 
Quigg, Anglo California Bank; and Clarence Jones 
Maxwell Hardware Co. 


Callaway, Retailers Credit Association 


Port Angeles, Washington 


The new officers of the Retail Credit Association of 
Clallam County, Port Angeles, Washington, are: Presi 
dent, Charles E. Church, First National Bank; Vice 
President, L. B. Filion, Filion Jewelers; and Secretary 


Antonia Polzin, Credit Bureau of Clallam County 


Butte, Montana 


Ihe new officers of the Butte Retail Credit Associa 
tion, Butte, Montana, are: President, Len Waters, Len 
Waters Music Supply Co. ; Vice President, Helen Lybold 
Weinberg’s; 


Co.; and Rose Shaw, ¢ 


‘Treasurer Valeta Stabler, Gamer's Shoe 


lit Bureau of Butte 


St. Pa 


At the annual meetir of the St. Paul Retail Credit 


, Minnesota 


Association, St. Paul, Munnesota, the following officers 
President John \ Haig 
Lampland Lumber Co.; Vice President, Ernest Knutson 


and directors were elected 


Murphy Finance Co.; and Secretary-Treasurer, B. J 
Dufty, Credit Bureau Paul. Director ay R 
Swanson, St. Paul House Furnishings Co. ; Evan Landers, 
Schuneman’s; R. A. Grove, Grove & Hauer Loan Co 

B. A. Mulligan, Rex Oil Co.; Madeline Wilhelmi, 
Borg & Powers; and Leslie Barron, Malmon Pontiac Co 
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Bank and Central Charge Plans 


pe HAS BEEN announced that companies financing charge account sales for 
member stores are authorizing the acceptance of credit cards of oil companies 
and hotels and credit plates of stores as evidence of the credit responsibility of 
the customer. 


This can lead to the extension of credit to many who may be heavily in 
debt and others no longer entitled to credit. The result will be an increase in 
collection expense and possibly a substantial bad debt loss. 


Granting credit on credit cards issued by others is a mistake. It is an in- 
vitation to overbuy, which over the years has been a major problem of experi- 
enced and capable credit executives. 


Every customer applying for credit should be checked through the Credit 
Bureau and credit cards issued only to those in good credit standing for a period 
of three to five years. 


Controlling accounts will prove difficult where there are 150 to 300 stores 
and they are permitted to deliver merchandise to the value of $10.00, and in 
some instances more, without telephoning the financing institution for credit 
approval. If the store guarantees the sales and there is some doubt about the 
credit risk, cash should be required. 


There is profitable business to be had from borderline credit risks, provided 
purchases on such accounts can be controlled. . 


Financing institutions can control substandard risks by issuing script in an 
amount to which, in the judgment of the department manager, the customer is 
entitled, with the understanding that additional script will be available as the 
indebtedness is liquidated. 


Customers should be educated to follow the slogan of the National Retail 
Credit Association, “Buy Wisely—Pay Promptly.” 


- ——__>»> 


General Manager-Treasurer 
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